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8. Nollen Has 
ligh Conception of 
gency Man’s Job 
/Should Seek Perfection in 


Producing Results For As- 
sured and Nation 





Speaking on “Our Field Objectives 
d Their Attainment,” President G. S. 
allen of Bankers Life of Iowa deliv- 
ed a philosophical address, setting 
bth his conception of the agency ex- 
utive’s function, at the meeting of the 
ales Research Bureau and Life Agency 
)fficers in Chicago. 

Mr. Nollen expounded the theory that 
creasing profit returns applied to re- 
ucing production costs and resultant 

F @wer sales prices benefit the entire cam- 

unity including the producers them- 
elves, That process increases the pur- 
hasing power of the community which 
ust be depended upon to consume the 
oods and services marketed, he de- 
Jared, 

Life insurance offers no exception to 
hat rule, he said. The more extensively 
¢ rank and file acquires the financial 
bility to carry adequate life insurance 
he greater will be the opportunity of 
“rag in the business to extend its ben- 
ts, 


east Possible Waste 


“We should do everything within our 

power,” he declared, “to produce the 

Bervice we render with the greatest pos- 
sible efficiency and with the least pos- 
sible waste. Our own personal interest 
lemands that we should not be satisfied 

ith less than the greatest degree of 
perfection obtainable, in producing re- 
sults for our policyholders and for the 
mation as a whole indirectly.” 

The agency officer, according to Mr. 
Nollen, should be not merely a leader 
in the internal affairs of his own enter- 
Prise, but an important co-worker in the 
task of building a civilization. 

A course must be charted, according 
to Mr. Nollen, on the assumption that 
there will be a growing demand for both 
government regulation and government 
operation for the alleged purpose of im- 
Proving the economic status of the 
average man. There will be demands for 
government supervision, for government 
Ownership and operation and for grant- 
ing legislative authority to private en- 
terprises for the alleged purpose of cre- 
ating fairer competition. Government 
supervision of insurance is here. Al- 
though government ownership and op- 
tration of life insurance is too remote a 
pontingency at present to justify a feel- 
Ng of immediate cancern, it should not 


Agency Officers-Research Bureau Meet 





Carl Peterson Reviews Rating 
Chart Refinements of North- 
western National 





Carl A. Peterson, in addressing the 
meeting of the Life Agency Officers 
and Sales Research Bureau in Chicago, 
reviewed what had been done to im- 
prove persistency on the part of North- 
western National Life, of which he is 
superintendent of agents. 

Northwestern National put in the 
hands of its agents the Research Bu- 
reau’s persistency rating blank that was 
prepared in 1934. The reactions of the 
field were studied and three principal 
criticisms were encountered. 

One is that the agent’s territory is 
so constituted that he has only one class 
of prospects, for instance, farmers, 
whose income, buying power, methad of 
payment, occupation, etc., are such as 
to make the agent’s ratings universally 
low. 


Theoretical and Actual 


Another criticism is that the theoret- 
ical ratings were not a correct measure 
of the agent’s actual experience. For 
instance, an agent’s persistency forecast 
might be in the neighborhood of 65 or 
70 and his actual renewal ratio 85 to 95. 
Others might have theoretical ratings of 
perhaps 85 with an average experience 
of 75 or 80. Other agents contended 
that they get good persistency because 
they work to that end, calling on their 
policyholders regularly and reselling 
business. That type of agent contends 
that his persistency is good because of 
his efforts, not because of the class into 
which his prospects fall. 

Northwestern National made a study 
and concluded that there was some 
merit to these various criticisms, 

Early this year, therefore, North- 
western National undertook to get up 
an analysis that would be applicable to 
its own field force. A new persistency 
forecast blank was devised. 


Previous Surveys Erred 


Northwestern National came to the 
conclusion that previous persistency 
surveys had erred in making the job of 
improving persistency appear to be 
overly difficult. These previous charts, 
he said, gave the agents the impression 
they had just about to approach per- 
fection with respect to incomes of in- 
sured, ages, occupations, willingness to 
purchase substantial amount, etc. 

Northwestern National found that an 
agent could get decidedly better results 
by placing only a camparatively small 
amount of insurance on those in the 
upper brackets or zones and give a good 





(CONTINUED ON LAST PAGE) 
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Persistency Promotion 


Work Is Described 


Connecticut Mutual Quality 
Study Intended to Raise Sights 
of Agent 





The development by Connecticut Mu- 
tual Life of a quality rating chart was 
described by Secretary H. H. Steiner 
at the annual meeting of the Sales Re- 
search Bureau and Life Agency Officers 
in Chicago. The chart, he said, the 
company believes will stimulate the 
thinking of the average agent, sa that 
he will raise his sights as to what qual- 
ity business means to him and to his 
earnings. A personal analysis of each 
case should be beneficial to the agent. 
When the persistency ratings run below 
what should be considered a fair qual- 
ity, the agent should be the first to 
appreciate it. If he fails to do so, how- 
ever, the general agent can direct his 
attention ta his quality rating figures 
and ascertain the cause for the poor 
rating. 

The chart, according to Mr. Steiner, 
will cause the agent to ask whether his 
applicants are largely in the better oc- 
cupational groups, whether he is writing 
people who are financially able to carry 
a policy to maturity, whether he is se- 
curing a large percentage of annual pre- 
miums, whether he is taking full advan- 
tage of the use of the optional settle- 
ment agreement, whether he is working 
among prospects who value life insur- 
ance, as indicated by prior purchase of 
insurance in all companies. 

Today the agent is more conscious 
of persistency than at any previous 
time, Mr. Steiner said. However much 

(CONTINUED ON PAGE 25) 





Agency Executive’s Job 
in ’38 Calls for Industry 





J. C. Behan, vice-president Massachu- 
setts Mutual, turned to verse in giving 
his conception of the agency executives’ 
task in 1938. As chairman executive 
committee Agency Officers Association, 
he presided at the Chicago meeting 
Tuesday of the L. I. S. R. B. and A. 
L. A. O. Here is the poem: 


The agency head of ’38 
Will be a busy man, 

He’ll work like hell from morn till late 
As hard as anyone can. 


He'll nurse his men through trouble and 
care 
Till dawns a better day, 
He'll hunt recruits from here and there 
And start them on their way. 


He’ll do any number of different things 
And he’ll do some more— 

Just as he did through the current year 
And for many years before. 


Program Reflects 

Intensified 

Research Work 
Vote to Increase Scale of 


Dues—E. A. Olson Heads 
A. L. A. O. 








The 1937 annual joint meeting in 
Chicago of A, L. A. O. (hereafter called 
Agency Officers Association), and L. I. 
S. R. B. (hereafter called Research Bu- 





E, A, OLSON 


reau) was the first to reflect the intensi- 
fied research activity of the Bureau, 
which 45 companies have been finan- 
cing. The impression is gained that this 
intensified research does not produce 
important new conclusions so much as 
it provides a broader base from which 
to draw deductions. The field is cov- 
ered with greater particularity, more 
evidence is developed, the amount of 
Statistics and charts is multiplied, but 
the conclusions seem pretty largely to 
confirm general impressions. 

The gathering was enthusiastic and 
appreciative of the program and work 
of the Bureau. Attendance was in the 
neighborhood of 350. 

E, A. Olson, president Mutual Trust 
Life of Chicago, was elected by the ex- 
ecutive committee of the Agency Of- 
ficers Association as chairman Tuesday. 
He succeeds J. C. Behan. New mem- 
bers of the executive committee are: J. 
F. Barr, Kansas City Life; A. E. Pat- 
terson, Penn Mutual, and Gerdon C. 





(CONTINUED ON PAGE 12) 
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Actuaries Hold Conference in Chicagg, 





Urges Exhibits Giving 


True Picture 


to Public 





. 


V. R. Smith, general manager Con- 
federation Life, in his presidential ad- 
dress this week before the meeting of 
the American Institute of Actuaries in 
Chicago, carried forward many paces the 
torch that was raised at the last previ- 
ous meeting of the institute by those who 
advocated a revision of the gain and loss 
exhibit primarily to remove the false im- 
pression that insurers are profiting from 
use of a redundant mortality table and 
from lapses and surrenders. 

At the last previous meeting of the in- 
stitute C. O. Shepherd of the Travelers 
presented a lengthy paper advocating re- 
vamping of the gain and loss exhibit. W. 
H. McBride, actuary National Life & 
Accident, made a forceful appeal to the 
same end. 


Action of G. A. Bowles 


Recently G. A. Bowles of Virginia, 
president National Association of Insur- 
ance Commissioners, addressing the 
Canadian insurance superintendents, in- 
quired whether the time has not arrived 
to prepare a new mortality table. He 
contended that some means should be 
devised to prevent the public from being 
so easily misled into the belief that the 
companies make enormous profit from 
the so-called gain from mortality. He 
said he was prompted to make the sug- 
gestion because of the “increasing dis- 
semination in recent years of insidious 
propaganda directed against insurance 
cleverly disguised and seemingly sup- 
ported by statistics.” 

Subsequently Mr. Bowles appointed a 
committee of departmental representa- 
tives together with a representative from 
the institute and from the Actuarial So- 
ciety of America to ponder the matter 
of a new mortality table. 


Takes Broad View 


Mr. Smith, in his address, took a broad 
view of the problem. He concluded that 
the fundamental necessity is to educate 
the public in the mechanics and structure 
of life insurance operations. Such edu- 
cation he distinguishes from messages 
setting forth the need and beneficences 
of life insurance. 

The Canadian companies, he reported, 
have been doing some institutional ad- 
vertising along these lines. They were 
impelled to go to the public with these 
messages because life insurance was sub- 
jected to unsound and unjust criticism 
by the people and the government of 
Alberta where there have been some dis- 
turbing radical outcroppings. 

This advertising explains the signifi- 
cance of “assets” and “reserves”; how 
they belong to the policyholders; how 
the policyholders share in the ownership 
of governmental and municipal securi- 
ties, public utility and industrial securi- 
ties; how their savings finance mort- 
gages; how “interest” is the rental value 
of the policyholders’ money and how 
their policies are larger and premiums 
smaller because of interest. 

Such advertising must be conducted on 
a more widespread scale, he contended. 
The facts of life insurance operations 
must be presented in simple, understand- 
able terms. 


Revenue and Surplus Statement 


Mr. Smith declared that the companies 
should prepare a revenue and a surplus 
statement. These exhibits together with 
a balance sheet will enable the policy- 
holder to review intelligently the operat- 
ing results for the year and there will be 
no need to continue to furnish a mis- 


In preparing a modern set of financial 
statements the advice of experienced ac- 
countants well versed in life insurance 
affairs, should be sought, he said. How- 
ever, the statement should be as simple 
and readable as possible, avoiding tech- 
nical phrases. There should be as much 
elaboration as possible in the explanation 
of each entry. 

As long as the operations are described 
to the public in terms that do not give 
complete information and in a form and 
in a way that cannot be readily under- 
stood, according to Mr. Smith, lack of 
understanding will continue as to the 
ability of life insurance to bear increased 
burdens of taxation and oppressive legis- 
lation. 


Statutory Returns 


The preparation of an exegetic revenue 
and surplus statement would be most 
helpful in getting across to the public the 
true picture of life insurance operations. 
But, he said, there remains the form of 
statutory returns to insurance depart- 
ments, 
as true and accurate. Mr. Smith quoted 
Mr. Bowles as saying: “Is there any way 
to correct what appears to be either a 
glaring error or potential source of cor- 
ruption in the statements required by 
law to be filed with, and published by 
the various departments of insurance?” 

While the present government returns 
may be satisfactory as a source of in- 
formation for experts in the departments, 
he said, yet the convention blank con- 
tains many objectionable features from 
the point of view of an inquiring public. 
“Upon actuaries rests some of the re- 
sponsibility of pointing these out and ac- 
tively assisting in their elimination.” 

The misconceptions about the nature 
of life insurance operations arise, he ob- 
served, because of the obsolete forms of 
the statement in which the companies 
present the progress of their business to 
the man on the street. Such forms have 
been long since discarded by modern 
business, he said. The principles of mod- 
ern accounting have not yet been applied 
to the published statements of life com- 
panies. 


Based on Simple Statements 


Life insurance, he remarked, is based 
upon simple statements and the prepara- 
tion of life insurance statements presents 
no difficulties to the experienced account- 
ant. The answer is, he said, that the 
actuaries have based their financial re- 
ports to the policyholders upon the con- 
vention blank. 

“Have we not allowed to go unchal- 
lenged,” he asked, “the often expressed 
opinion that life insurance is different 
from any other business and cannot be 
expected to conform to every day ac- 
counting principles and practices in its 
statements to its policyholders, to the 
insurance department and to the public?” 
As a cooperative enterprise, the finan- 
cial statements do not give to all the 
partners in the enterprise the precise and 
complete information that partners might 
rightly expect to have provided them. 
The published statement of most com- 
panies is a hybrid affair, he said. It is 
derived in large part from the conven- 
tional statutory report which the com- 
panies are required to make to the de- 
partment. The government returns are 
designed for one purpose and the finan- 
cial statements for the public are some- 
thing else again. 

The department is particularly inter- 
ested in whether the company is solvent 
and will be able in due course to meet its 





leading loss and gain exhibit or any ne- 
cessity for a new mortality table. 





obligations in full and whether the com- 
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Presides at Meeting 
of Actuaries in Chicago 











Vv. R. SMITH 





These are accepted by the public | 





V. R. Smith, general manager of Con- 
federation Life of Toronto, gave his first 
presidential address at the meeting of the 
American Institute of Actuaries this 
week. He read a significant paper ad- 
vocating, at least for public consump- 
tion, the preparation on the part of life 
companies of a revenue and a surplus 
statement so that the ordinary person 
may gain a real picture of the true oper- 
ations of his company. 








pany is carrying on its operations in ac- 
cordance with the law. The government 
is also interested in obtaining information 
from a statistical point of view. 

On the other hand, the statement to 
the public should be in the nature of a 
report for the year to the partners in an 
enterprise in order that they may deter- 
mine at first hand whether their company 
is being administered efficiently and 
whether it is making the progress it 
should. 

The usual report to policyholders is by 
way of a so-called statement of income 
and disbursements and a balance sheet. 
The income and disbursements statement 
is supposedly one of cash receipts and 
disbursements but neglects certain cash 
transactions, such as investment items 
and includes cross entries which are not 
cash transactions. 


Not True Barometer 


The actual cash transactions in connec- 
tion with a life company are not a true 
barometer of its profit and loss experi- 
ence, he observed. Such a statement can- 
not reveal the increase in the actuarial 
reserve, which is one of the most im- 
portant charges to be provided out of 
incoming funds. It does not reveal if 
any provision was made for deprecia- 
tion in security holdings, nor does it in- 
dicate the losses experienced due to a 
decline in price below book values on se- 
curities held but not sold. Moreover 
when there is an abnormal call for sur- 
renders, the usual statement makes it ap- 
pear that these are expenses of the year 
in question, although in fact they consti- 
tute a reduction of a liability previously 
set up under actuarial reserves. 

During a period when receipts from 
business written are in excess of dis- 
bursements to policyholders, the differ- 
ence may be erroneously regarded as a 
profit. 

“There does not appear to be any single 
question of importance which the man on 
the street could ask about the progress 

(CONTINUED ON PAGE 24) 
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After presenting an analysis oj 
Northwestern Mutual's record with} 
ness insurance, Percy H. Evans, y 
president and actuary, concluded ¢ 
having in mind the speculative years 
fore 1929 and the following perio 
depression with heavy suicide losses 
derwriting officers will find little jy 
record to justify their fears regarj 
this type of business where the bey 
ciary and its purposes are investigate 
carefully as it is customary to investig 
the insured and where the hazaré; 
over insurance are avoided regardles 
agency pressure. Mr. Evans’ studyq 
contained in a paper presented at{ 
meeting of the American Institut 
Actuaries in Chicago. 

In 1902, Mr. Evans said he subni 
to Northwestern Mutual two special 
icy forms for insurance payable to coy 
rations and to partners in business. Thx 
were adopted and under them $442; 
208 was issued 1902-1933. The so-tal 
partnership form, originally payable 
designated members of a partnershiy, 
1920 was changed to cover insurance pi 
able to the co-partnership as such, i} 
proceeds to “constitute assets of theq 


‘4 
e 


partnership beneficiary above namelf 
of any succeeding co-partnership & 
which the insured shall be a member, if 
tinuing the particular business enterpiy 
in which the above named beneficiay§ 
now engaged.” Both the corporationay 
partnership forms provide that upon® 
lease of interest by the corporate or pug 
nership beneficiary the insurance may! 
reissued to the insured on the correspoij 
ing personal form. 


Total Number of Entrants 


During the period 1902-1933, the toi 
number of entrants insofar as corp0t 
tion and partnership cases are concerit! 
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exclusive of exposures terminating witlf ere 
the first calendar year and exclusive! sequer 
insurance issued on a personal form BR i. , 
corporate associates in business and PR oontea 
ners, was 26,569 for $432,013,921. Deail chanel 
number 1,287 for $24,443,429. The acta (onto. 
experience by lives was 71.6 percent a up by 
by amount 78.9 percent. which 
The actual experience was 82.7 perttt comp: 
where there was but one life insured# curity 
favor of the same beneficiary. Witt . 
there were multiple lives, the actual ex? hang 
rience was 74.6 percent. This result te more 
dicates that a man’s business associ 1.4. 
know when he is going down and dete Tn 
orating physically, usually sooner th) i. ;, 
either his family or he himself knows "M} 9, 4, 
he declared. ofag 
By number of lives insured, on the Moo, 
dinary life plan, the actual experience ¥* ys 
67.2 percent and by amount 74.3 percell gener 
limited payment life, in respect of mt ny’ 
ber of lives, 64.7 percent and by amouly jo 
76.3 percent; endowment, by lives, "RE a. 4, 
percent and by amount 113 percent; t™ BD necti, 
by lives, 80.6 percent, and by amount point 
percent. tual’s 
The excessive mortality shown unde ‘shal 
endowment forms, according tO ™'By of th 
Evans, is probably a result of a medic time 
department belief that borderline C°B) the 








could be safely insured for limited pt* 
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ded New Plea to Hinge on 
SS Modification of Agreements 
lity by Actual Practices 















WASHINGTON, D. C.—The Massa- 
husetts Mutual Life’s agency contract, 
ld by the internal revenue bureau to 
stitute an employer-employe relation- 
ip, is due to be re-presented to the 
reau very shortly. Since the govern- 


Study 
itual 


hip |; 












lysis of MMment's stand was based on the wording 
rd with im the contract, it is expected that the 
Evans, sis for a rehearing will be a conten- 
cluded on that despite the contract’s wording 






e relationship, actual and contractual, 
f the Massachusetts Mutual and its 
eneral agents and soliciting agents con- 
pms with the standards enunciated by 
e bureau in deciding on the North- 
vestern Mutual and the Kansas City 
ife, in both of which cases the bureau 
eld no employer-employe relationship 
O exist. 
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haa Sa far the bureau has been cool to the 
aaa ea that a written contract may be 
study mplifed by expressed or implied un- 





ferstandings between the parties of the 
rst and second part, or by actual prac- 
ices. However, there are many court 
lecisions holding that while one party 
f another to a contract may insist upon 
he letter of the agreement being lived 
p to, a third party not bound by the 
agreement has no such right to demand 
hat the contractual relationship con- 
orm to what is specified in the agree- 
ment regardless of what the parties who 
ave drawn the contract may have done 
to modify its provisions by understand- 
ings between themselves. 
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hie Many Contracts Pending 

j 

nber,cof™ Contracts of more than a score of 
—_ companies are now in the hands of the 
>ficiary 


internal revenue bureau awaiting de- 
cision. It has been suggested that to 
clear up any possibility of difficulty, ex- 
isting contracts be made, identical with 
the standards which the bureau laid 
down in deciding on the Northwestern 
|) Mutual and Kansas City Life. However, 
this would only take care of the situa- 
tion from now on and in the aggregate 
quite a large amount of money is in- 
volved for social security deductions 
covering the period since the law went 
into effect up to the present time. Con- 
sequently, it is extremely desirable that 
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“ the bureau should appreciate that the 
Dean COMtracts and practices of the Massa- 
» acti chusetts Mutual and other companies 





conform essentially to the standards set 
up by the bureau in the two cases on 
which it has decided in favor of the 
companies. In addition to the social se- 
curity deductions involved there would 
€ a considerable clerical expense in 
changing existing contracts to conform 
More unmistakably to the bureau’s 
Standards. 





ent all 
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. that In the Massachusetts Mutual opinion, 
ws ti the internal revenue bureau laid stress 

on the contractual provision in the case 
he OF ie ofa general agent that he shall “perform 
ewagee Such duties as may be required of him 
cent OY Said company,” and also that the 
nue S€neral agent had to follow the com- 
route Pays instructions not only as ta what 
1116 € should do but in considerable detail 
tere 2S to the manner of doing it. In con- 


hection with soliciting agents the bureau 
Pointed out that the Massachusetts Mu- 
nicer 4al’s contract provided that the agent 
Mr pan be governed strictly by the rules 
fica 2 the company and by instructions from 
ast a to time given him by the party of 
set € first part.” 
(CONTINUED ON PAGE 24) 
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Quite a few life com- | 








Canada Speaker 








ALEXANDER MACKENZIE, 
Toronto 


A. Mackenzie, assistant general man- 
ager and manager of agencies of the 
Manufacturers Life of Toronto, spoke 
before the Life Agency Officers at the 
Edgewater Beach Hotel in Chicago this 
week. He was formerly associated with 
the Old Federal Life Assurance of Ham- 
ilton, Ont., and at the time of the mer- 
ger of the companies he was manager 
of agencies. He joined the Manufac- 
turers Life as superintendent of agencies 
for Ontario, was appointed manager of 
agencies in 1919 and took his present 
position in January of last year. He is 
one of the well known Canadian agency 
leaders and is prominent in life insur- 
ance organizations of the United States 
and Canada. 








Report on the Examination 
of Illinois Bankers Life 





Company Found in Very Excel- 
lent Condition and Is Meeting 
All Obligations Fairly 





A convention examination has been 
made of the Illinois Bankers Life of 
Monmouth, Ill, those participating 
being Illinois, Arkansas, Iowa and Vir- 
ginia. A, very rigid examination was 
made and the company emerges with 
flying colors. The examiners say that 
its files and records indicate that it ad- 
justs and settles all claims in accord- 
ance with the provisions of the con- 
tracts. The company’s cash position is 
entirely adequate for its present needs, 
the examiners find. The mortality ratio 
has not been excessive. The examiners 
say that the statement indicates that the 
company’s present financial condition is 
sound. The assets as of Dec. 31 were 
$31,997,483, legal reserve $23,530,830, 
contingency reserva $200,000, capital 
$200,000, not surplus above liabilities 
and capital $558,972, 


Took Over Abraham Lincoln Life 


The Illinois Bankers in February, 
1935, took over the Abraham Lincoln 
Life of Springfield, Ill, which added 
greatly to the momentum of the former. 
The Abraham Lincoln Life wrote acci- 
dent and health as well as life insurance 
and the Illinois Bankers immediately 
opened such a department. Therefore, 
all the business of the Abraham Lin- 
coln could be very nicely assimilated. 
All policy forms and rates have been 
approved by the Illinois department. 
Two policy forms have been copy- 
righted by the company, being on a 
non-participating basis on lives between 


(CONTINUED ON PAGE 24) 








across that chasm. 


in the United States. 


No kite, no bridge. 


Independence Square 





Kite and Chasm 


One day in the year 1848 a boy named Warren Walsh 
flew a kite over Niagara Falls. 
prize of five dollars offered to the lad who could fly a kite 


A trivial adventure to have been recorded in history, but 
it happened to be important. 
of Warren Walsh’s kite string a heavier cord was drawn 
across, then another heavier yet, then another still heavier, 
-and finally the cables of the first railroad suspension bridge 


Niagara conquered by a kite! 


That kite has an analogy in a list of prospects. 
up such a list is flying the kite. 
call—an interview—a sales talk—these are the heavier cords, 


one by one, that are drawn over attached to the kite string. 


No prospect list, for direct mail or 


regular canvass, no bridge to the broad highroad of success. 


THE PENN MUTUAL LIFE INSURANCE CO. 
WM. H. KINGSLEY, President 


He was competing for a 


For by the connecting link 


Making 


Direct mail—a follow-up 


PHILADELPHIA 

















Code Would Bar 
Non-Par Annuities 
to N. Y. Companies 





Cuts First Year Dividends; 
Actuaries Seeking “Bugs” 
in Proposed Revision 





NEW YORK—Mutual life companies 
domiciled in New York state would be 
prohibited under the proposed insurance 
law revision from issuing the familiar 
non-participating annuity or any an- 
nuity contract or pure endowment con- 
tract, “which does not by its terms 
give the holder thereof full right to par- 
ticipate in the divisible surplus of such 


company ...” Discovery of this pro- 


vision in the proposed code came as a 
distinct and unpleasant surprise to offi- 
cials of companies which have not 
adopted the participating plan for an- 
nuities. The New York Life and the 
Equitable Society are the only two New 
York companies which issue single pre- 
mium participating annuities. 

Enactment of this change would have 
an important effect on annuity busi- 
ness and would require a number of 
prominent companies to change their 
annuity setup in a marked degree. Some 
believe that the New York department 
will not insist on this provision. How- 
ever, the requirement that domestic 
mutual companies issue annuities only 
on a participating basis was not put in 
the law through oversight. The com- 
mittee on revision of the New York 
department in its comment on this sec- 
tion states that “a domestic company 
which purports to be a participating 
company should not be partly partici- 
pating and partly non-participating. The 
exception for annuities was inserted in 
the law long before that class of busi- 
ness attained the volume and impor- 
tance which it now has.” Company of- 
ficials opposed to the change declare that 
there is no demand for such a move and 
express the hope that the department 
would not insist upon it. 


First Year Dividends Curbed 


Affecting a considerable number of 
companies is the proposed prohibition 
of the first year dividends unless a com- 
pany can prove to the department's sat- 
isfaction that the dividend is actually 
earned at the end of the first year— 
which it would be difficult to do, as 
usually they are not earned. The revi- 
sion would also prohibit payment of this 
dividend at the end of the fifth year. 
The prohibition of quinquennial dividends 
or other extra dividends except on termi- 
nation by death, maturity or surrender or 
as an allowance in lieu of a policy divi- 
dend for the first year is earned is 
puzzling because of the comment by the 
committee that “these provisions are in 
accordance with the position consist- 
ently taken by the insurance depart- 
ment.” It is stated by persons outside 
the department that the quinquennial 
system has had the department’s sanc- 
tion right along except in 1923, and even 
then its disapproval was soon reversed. 

While advance intimations of the re- 
vision’s contents were to the effect that 
limitations on company surplus had been 
liberalized, actuaries say that, as a mat- 
ter of fact, in the case of large com- 
panies the surplus will actually be less 
than under the existing law because the 
revision would exclude several impor- 
tant liability items which are currently 
included, such as the present value of 
supplementary contracts, unpaid divi- 
dends and dividends on deposits, as a 
basis for computing the allowable sur- 
plus. Many officials feel that there is 
no good reason for any limit on surplus 
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To Confer on Need 
of $47,000,000,000 
Security Reserve 





Representatives of Senate, 
Board, Employers, Em- 
ployes and Public to Meet 


WASHINGTON. — Far -reaching 
questions dealing with the social secur- 
ity law, including the necessity of the 
eventual $47,000,000,000 contemplated 
under the present law, will be discussed 
here Nov. 5-6 at the conference of the 
advisory council on social security with 
the special committee on social security 
of the senate finance committee and the 
social security board. The two latter 
organizations appointed the advisory 


council last May to assist in studying 
the advisability of amending Titles II 
and VIII of the social security act. The 
special senate finance committee con- 
sists of Senators Pat Harrison of Mis- 
sissippi, chairman of the finance com- 
mittee; H. F. Byrd of Virginia; and A. 
H. Vandenberg of Michigan. 

Slated for discussion are (1) advisa- 
bility of paying monthly etre under 
Title II sooner than Jan. 1, 1942; (2) 
advisability of paying larger monthly 
benefits under Title II to those retiring 
in the early years of the plan; (3) ad- 
visability of extending Title II to per- 
sons becoming incapacitated prior to age 
65; (4) advisability of extending benefits 
of Title II to survivors f individuals 
entitled to such benefits; (5) advisa- 
bility of increasing the taxes less rapidly 
under Title VIII; (6) advisability of 
extending the benefits under Title II 
to include groups now excluded; (7) 
size, character and disposition of re- 
serves; (8) any other questions about 
the social security act on which either 
the special senate committee or the so- 
cial. security board may desire the ad- 
vice of the advisory council. 

The advisory council is made up of 
six members representing employes, six 
members representing employers and 12 

(CONTINUED ON PAGE 6) 


Actuaries Are Bearish 
on °38 Dividend Scales 





Losses due to the slump in quotations 
on stock and on bonds not carried on 
an amortized basis, coupled with the 
outlook for continued low interest rate 
levels point to dividend readjustments 
in a downward direction on the average. 

Reduction would be in the interest 
factor and on newer policies written at 
the younger ages the interest factor 
might be sufficiently unimportant to per- 
mit a higher scale at such ages and 


durations. Mortality is somewhat less 
favorable among older _ policyholders, 
however, so that this class would be 


the hardest hit in the matter of dividend 
scale alterations. 


Interest Down to Stay 


The feeling is that interest rates are 
down to stay for quite a few years ahead 
and that no improvement should be 
counted on in fixing dividend scales for 
the next year. Heavier taxation puts 
another drain on dividends. 

Losses from falling bond prices are 
due to bonds which are not subject to 
amortization. Most of the bonds held 
by life companies are excellent grade 
securities which are not carried in the 
annual statement at market values but 
on a basis which assumes that they will 
mature at par with no loss of principal 
or interest. If the bond was bought be- 
low par the company is permitted ta 
add each year to its value an amount 
proportional to the time still to run to 
maturity. However, defaulted bonds 
must be carried at market value and the 
recent slump in bond values has affected 
this class of security far more than it 
has the top grade bonds. While these 
declines in value da not affect the inter- 
est earned by the lower grade bonds 
nor the likelihood of redemption at face 
value on maturity the loss is one that 
must be shown in the annual statement 
and consequently must be taken into 
account by a company in deciding on 
dividends. 

Perhaps even more important in its 
effect on dividends is the stock market 
drop. Preferred stock has been bought 
right along, even by conservative com- 





panies and most companies have a con- 





siderable volume of common stock on 
hand, left over from the time when the 
New York insurance law permitted new 
investments in this class of obligation. 

What any given company will do 
about its dividend scale for 1930 de- 
pends in some measure on how accu- 
rately it gauged its 1937 basis. Most 
1937 scales were designed to be on a 
permanent basis, that is most companies 
had got away from the temporary ex- 
pedient of flat percentage cut which 
tends in some measure to give certain 
classes of policyholders slightly too 
much and others slightly less than their 
due. The only company which has defi- 
nitely announced their 1938 basis is the 
Connecticut Mutual Life which has 
stated that dividends on premium-pay- 
ing life and endowment policies will in- 
crease on the average of about 5 percent 
while returns on annual premium annui- 
ties paid-up and single premium policies 
where the chief source of dividend is ex- 
cess interest will be reduced. 





G. B. Chapman in Sole Charge 


CLEVELAND —Initiating the new re- 
gime of the Aetna Life’s Cleveland gen- 
eral agency, a luncheon meeting was held 
The partnership of Chapman & Chap- 
man, that for many years represented 
the Aetna Life, was recently terminated 
by the death of John W. Chapman. G. 
B. Chapman, who will carry on as sole 
general agent, was honored by the at- 
tendance of practically the entire staff 
of the Cleveland branch of the Aetna 
Casualty & Surety, in addition to the 
entire local field forces of the life 
agency. 

S. T. Whatley, agency vice-president, 
and R. B. Coolidge, superintendent of 
agencies, represented the home office 
and paid noteworthy tribute not only to 
G. B. Chapman but to his deceased 
brother as well. The meeting was also 
addressed by George E. Corby, manager 
of the Cleveland branch of the Aetna 
Casualty, and his associate manager, 
Lester Krum. 
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Missouri Life Men’s My 





ST. LOUIS.—Upward of 300 life me 
many from out state attended the mij 
year meeting of the Missouri State 4 
sociation of Life Underwriters here aj 
voted to hold their next annual meeting 
at Springfield some time during eith 
May or June. The dates will be fixy 
‘by the executive committee. 

Dallas Alderman of Kansas City 
president of the state association, was ij 
charge of the gathering. The work ¢ 
the state association embraces four m. 
jor activities—Legislation, life insurang 
education, membership and local asw 
ciation programs. 


St. Louis Invitation Endorsed 


The state association endorsed 
Louis as the place for holding the 19% 
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meeting of the National Association (Myr, ] 
Life Underwriters. Later in the dy Oplan op 
during his address at the sales congres result i 
National President O. Sam Cumming BR cote ¢ 
set a precedent by expressing the hop BR tess tc 
that he would be coming back to St * life 
Louis in 1939. “Ame 


Membership in the state body ha 
increased to 1,048, a gain of 200 fo 
the year. The added members came 
principally from St. Louis and Kans 
City. The question of increasing the 
annual dues of members came up ani 
probably will be decided on at the an 
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The education committee reportd>) “ay 
progress on its efforts to have a chat} Fy here 
on insurance included in University df Vyatue | 


Missouri at Columbia. It was also te} ¥cayses 











vealed that Central College at Fayette, jation 
Mo., is furnishing two courses on lifth” Factivity 
insurance, The state association voted ' Mr. 
to incorporate. Pnectior 
Following the state association mett §% puyildin 
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IMPORTANT FACTORS IN CHICAGO RALLY OF AGENCY MEN 
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J. C. BEHAN 


Among the important cogs in the ma- 
chinery of the convention in Chicago 
this week of the Life Agency Officers 
Association and the Research Bureau 
was J. C. Behan, vice-president Massa- 
chusetts Mutual, who was chairman of 


F. P. SAMFORD 


the executive committee of the agency 
officers unit and who is chairman of the 
committee in charge of Life Insurance 
Week observance in 1988, Mr. Behan 
was toastmaster at cg caste Tues- 
day evening... .... , manne 




























J. M. HOLCOMBE, JR. 


F. P. Samford, president Liberty Na- 
tional Life of Alabama, was the vice- 


chairman of the board of the Sales 
Research Bureau. 
John Marshall Holcombe, Jr., of 


| course,. was..the key figure of the..week. 
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H. H, STEINER 





As manager of the Research Bureau and 
secretary of the Agency Officers Asso 
ciation, he gave the keynote address 
Tuesday. 

H. H. Steiner, Connecticut Mutua 
gave an important paper. 
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Former N. Y. Mortgage Com- 
mission Chairman Says Course 
Would Replace Eyesores 
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NEW YORK—Tax concessions 
hold be written into the laws of large 
ties to encourage demolition of obso- 
te buildings and the construction in 
heir stead of modern structures, accord- 
Ing to Wendell P. Barker, former chair- 
man of the New York State Mortgage 
Also retarding real estate 
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Stat ommission. 
: | Se ecovery are short-term top-heavy mort- 
ere anaes, Mr. Barker says. 


To encourage razing of old buildings 
nd erecting new structures, Mr. Barker 
proposes that laws be passed under 
which a building shall be deemed to 
he obsolete when it is more than 40 
years old. When the owner of an “ob- 
olete” ‘building would demolish it and 
eplace it with a modern structure, the 
hw would provide that the tax assess- 
ent for the subsequent five years 
hould not exceed the tax assessment 
or the final year of the existence of the 
ld building or the value of the newly 
mproved property, whichever might be 
he smaller amount. 


il meeting 
IN eithe 
| be fixe) 


sas City 
nM, Was it 

work 4 
four m 
Insurance 
Cal assy. 









rsed § 

a onfident Plan Would Work 

‘a Mr. Barker is confident that such a 
ay 

























Mplan operating in New York City would 


Congres Myresult in the demolition of acres of ob- 
— solete eyesores which are not only prof- 
yh " itless to property owners but dangerous 


to life and health. 

“America, and particularly the urban 
enters of America, needs rebuilding,” 
Mr, Barker says. “Acres and acres of 
property on Manhattan carry buildings 
whose ages exceed 40 years and which 


ody has 
200 for 
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ing tM erave long since become liabilities from 
b - “the standpoint of appraised valuation. 
No Advance in Values 
‘eporter “All over New York there are spots 
a chit Swhere real estate has not advanced in 
rsity Of Svalue in 20 or 30 years or more. This 
also re. causes radical changes not only in popu- 
‘ayetts PV tation but in the centers of commercial 
on life BS activity.” 
1 voted Mr. Barker pointed out that in con- 
nection with the tremendous amount of 
1 meet pbuilding and construction that has taken 
) place in the last 60 years, the growth 
—— nd development of modern housing 
construction, with elevators, refrigera- 
aN tion, air conditioning, insulation and 
modern sanitary appliances, hundreds of 


thousands of properties have become 
completely outmoded with demolition as 
their only future. Yet owners are fear- 
ful of taking the logical step of tearing 
down these unprofitable structures since 
the jump in assessment on the new 
buildings might saddle so heavy a load 
on the project that the owner might 
Shave a hard time hanging on for the 
first few years at least. 


Minnesota Reference Book 


The National Underwriter’s Valuable 
Work is Off the Press This Week— 


: Much Information Given 











| The Underwriters Hand-Book of Min- 
) Nesota is published this week by THE 
) Nationa, Unverwaiter. . This is the 18th 
| edition of this valuable book which has 
become the recognized reference book 
on the state insurance-wise. 
he Minnesota Hand-Book gives the 
| Complete list of agents licensed together 
5 with the companies which they represent 
) and other data, such as date established, 
© Members of the firm, etc., about each 





i. : : 
$e » gency. All agents are listed alphabeti- 
“ B cally by towns and cover fire. casualty. 


© © life, stock, mutual and reciprocal repre- 
3 Sentatives, 

3 he compilers this year find that there 
Were 41,197 licenses issued. This com- 















Landon Cites Armstrong 
Investigation as Model of 
Constitutional Procedure 





Insurance people who listened to the 
radio address the other evening of for- 
mer Governor Landon of Kansas were 
interested in his reference to the Arm- 
strong investigation of life insurance 
companies in New York in 1905-06. Mr. 
Landon contended that that investiga- 
tion and the legislation and reforms that 
flowed from it is an example of the 
“—~ constitutional procedure. 

“I have given you the basic reason 
for the lag of social progress in our 
country—I have given you numerous 
examples of legislation, each of which 
had its heart in the right place, but all 
of which will have to be done over again 
because constitutional procedure was not 
followed,” Mr. Landon stated. 

“Now I want to give you an example 
of what happens when a piece of social 
legislation is drafted according to con- 
stitutional procedure by men who really 
understand the art of drafting legis- 
lation. 

“About the year 1905, New York state 
took up the question of revising insur- 
ance laws for the protection of insurance 
companies and the protection of policy- 
holders. A certain small group of men 
attacked the problem. And after months 
of arduous toil (it may have seemed 
awfully long at the time), they worked 
out a program of legislative reform. 
That law is still in effect with only 
slight modifications. The same basic 
law has been adopted by many other 
States. 

“Twenty-five years later our country 
was struck by the greatest depression in 
the memory of living man. Those insur- 
ance companies, incorporated in states 
which had drafted similar laws, repre- 
sented the one investment of the aver- 
age man that stood up. 

“There is one man in the United States 
to whom we can be thankful as much as 
to anvone else for this great piece of 
social legislation that stood the test of 
a generation, and that man is Charles 
Evans Hughes, chief justice of the 
Suppreme Court of the United States. 
Tt was Chief Justice Huches. heading 
an investigation, who made recommenda- 
tions from which our sound insurance 
policy was built.” 








nares with 41.156 in 1936 and 37,182 in 
1935. The licenses are divided as fol- 
lows: Stock fire, 19,257; mutual fire, 
5,351; ‘fire reciprocals, 365; stock cas- 
ualty, 8,960; mutual casualty, 2,498; cas- 
ualty reciprocals, 213; life, 4,165, and mu- 
tual benefit associations, 388. 

The changes in number of licenses 
have been marked during the past few 
years by a decided increase in the num- 
ber of casualty agents. While there were 
7,051 stock casualty licenses issued in 
1935 and 7,974 in 1936, there were 8,960 
in 1937, Mutual fire licenses also showed 
a smaller increase, jumping from 4,095 in 
1935 to 5,211 in 1936 and 5,351 this year. 

Besides the agency data the Minne- 
sota book gives complete information on 
the companies licensed. Many compa- 
nies are shown which are not listed in 
other reference books because they only 
operate locally or are too small. Other 
information includes: lists of insurance 
organizations, with officers and ad- 
dresses, list of field men of fire and cas- 
ualty companies and general agents and 
managers of life companies, resume of 
the insurance laws, lists of insurance ad- 
justers and attorneys, town classifica- 
tion as to fire protection and a showing 
of what lines the various companies 
write. 





Payments to Living Policyholders 


Living policyholders of the Bankers 
Life of lowa received almost 60 percent 
of the policy payments made in Septem- 
ber. While beneficiaries received $575.,- 
218, the dividends, disability and annuity 
payments to living policyholders totaled 
$851,352.47. 














An outstanding 
new development in 
life underwriting / 


The advertisement pictured above is appear- 
ing in The Saturday Evening Post October 
Oth, and Time Magazine October 18th. 


To the 3,700,000 higher-income fathers 
who read these publications, it is announc- 
ing Union Central’s newest and most 
important underwriting service—the “Fam- 
ily-needs Forecast.” This Forecast offers 
to every father a remarkably simple method 
for checking his own life insurance against 
the seven vital needs it would have to meet. 


It is probable that thousands of fathers 
will avail themselves of this new service... 
and in doing so will become active prospects 
for planned life insurance estates, designed 
for them by Union Central representatives. 


The UNION CENTRAL LIFE Insurance Company 


OHIO 


INCINNATI, 
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attendance joined with 
the St. Louis Life Underwriters As- 
sociation at a luncheon which Adam 
Rosenthal, president of the St. Louis 
association, and Dallas Alderman, state 
president, acted as co-chairmen. The 
speakers were National President O. 
Sam Cummings, who discussed “Pres- 
ent Trends in Life Underwriting;” L. 
M. Buckley, leader of the Chicago 
agency of the Provident Mutual Life, on 
“Building Tomorrow Today,” and W. 
H. Van Sickler, general agent for the 
State Mutual in St. Louis, who dis- 
cussed: “What’s in a Policy.” An addi- 
tional speaker was Former Superintend- 


ing those in 


ent R. E. O’Malley, who showed his: 


sportsmenship by commending his suc- 
cessor G. A. S. Robertson and urging 
that the life men of the state give him 
their wholehearted support. The for- 
mer superintendent also gave consid- 
erable time to paying his respects to the 
heads of various fraternals. He took 
the position that fraternals that operate 
on a legal reserve basis should be com- 
pelled to submit to the same regulations 
as mutual and stock companies that op- 
erate similarly. 

In his talk Mr. Buckley covered much 





the same ground as he went over at the 
recent sales congress at Peoria, III. 
while National President Cummings of 
necessity also was forced to repeat much 
of his prior addresses to life men 
throughout the country. Mr. Van Sick- 
ler on the other hand was the speaker 
with new stuff. Early in this talk he 
revealed that he had been raised on life 
insurance money as his father died Nov. 
4, 1893, when he was four months old, 
and “left his insurance wrapped up in 
the third page.’ His mother received 
an income every six months from the 
Travelers until she died a few years ago. 
“The check was never late,” he added. 
He then told how the insurance money 
had carried his mother through the de- 
pressions of 1896, 1907, 1914 and 1921, 
etc. 


What’s in a Policy? 


“Some time back in the early ’90s my 
father set up a guaranteed call money 
bank account for my mother,” he con- 
tinued. ‘“He set up a guaranteed in- 
vestment account with a guaranteed 
market value. What for? Why, to 
guarantee the education of his little 
girl, 16 years aften his death. I didn’t 
realize what was in that policy until I 
started to appreciate the third page of a 
policy. 

“What’s in a policy? 

“A clause guaranteeing a definite mar- 
ket value for all time. A clause guar- 
anteeing a definite income. A clause 
guaranteeing and insuring safety of your 
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principal. A clause guaranteeing free- 
dom from care. A clause that makes 
it entirely free from claims of bene- 
ficiary’s creditors. A clause that says 
no beneficiary shall be permitted to 
commute, anticipate, encumber, alienate 
or assign the income. A clause that 
gives your wife, or mother a lifetime op- 
tion on an annuity. 


Other Advantages Recited 


“Its other advantages are: It elim- 
inates property taxes—city, county and 
state. It minimizes income taxes—fed- 
eral and state. It exempts or minim- 
izes inheritance taxes. It is non-callable. 
An endorsement that makes it a will by 
contract, and not by probate. An en- 
dorsement that eliminates court costs, 
attorney fees, executor fees. 

“Let’s go through this third page 
carefully and see if we can’t find some 
interesting things that will help us sell 
more life insurance. 

“How many business would like to 
wrap up their homes, stocks, bonds, real 
estate, building loans, everything they 
owned in September, 1929, in a docu- 
ment that would have guaranteed their 
value in 1932 and 1937? 

“When a man dies, he automatically 
hires the investment brains of your in- 
surance company, for the benefit of his 
family, if his insurance money is 
wrapped up in this third page; he elim- 
inates the guess work and the losses 
that usually come to the average in- 
vestor.” 


Importance of Options 


He then touched on other uses of the 
options provided on page 3 such as 
providing money to meet obligations 
that may mature at some future date, 
the provisions for contingent and suc- 
cessive beneficiaries, for guaranteed in- 
comes over various periods of time or 
for life, etc. The safety provisions that 
check the spendthrift beneficiaries by 
preventing them from anticipating, en- 
cumbering, alienating or assigning any 
part of their life insurance income. He 
said that this provision is of great bene- 
fit to the man with an extravagant wife 
who is going to need income when she 
gets old, and also to the man with an 
unselfish wife, who would give her chil- 
dren everything, even her income that 
= wanted her to have when she gets 
° 
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members representing the public. Four 
members of the council have present or 
former insurance connections. In the 
group representing employes there is 
Matthew Woll, vice-president Interna- 
tional Photo Engravers Union and presi- 
dent Labor Life. President M. A. Lin- 
ton, Provident Mutual Life, is one of 
the six who represent the employers. 
In the group representing the public 
are Henry Bruere, president Baw- 
ery Savings Bank, New York City, and 
former vice-president Metropolitan Life; 
and A. L. Mowbray of the University 
of California faculty, an insurance au- 
thority. 

The social security board, headed by 
Chairman Altmeyer, is regarded as be- 
ing open-minded and not wedded to any 
special features of the present law, con- 
sequently there is considerable hope that 
some of the more cumbersome and im- 
practical features of the present law can 
be eliminated by conference and con- 
gressional amendments. 


Shaw Takes Waco Post 


R. M. Shaw, who has been made gen- 
eral agent at Waco, Tex., for the Gen- 
eral American Life, was one of the lead- 
ing producers of the old Missouri State 
Life from 1916 to 1933. He was the 
first man to win the “President’s Pro- 
duction Cup” and also the first one to 
win it a second time. 
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G. S. Nollen, president Bankers Lif, 
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Advisory council of social secu 
board will meet with the board at ay 
cial committee of the senate finam 
committee in Washington, Nov. 5-6. 
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Tax concessions should be enacted | 
encourage replacement of obsolete bu 
ings with modern structures, authori 
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Illinois department report on Iilin 
Bankers Life shows it in excellent ct 
dition. Page 
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officials shows importance of blood prt 
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W. H. Van Sickler, St. Louis_ genet 
agent State Mutual addresses Missout 
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John Hancock Officials 
on Pacific Coast Tour 





James Messenger, superintendent 
agencies, and J. Harry Wood, manag 
ot general agencies, is in Los Angeli) 
conferring with Harold Saul, gentt 
agent in southern California. 

They were the principal speakers: 
a luncheon meeting in San Fran 
attended by 130 company represttli 
tives in the San Francisca Bay at 
Karl 1. Brackett, San Francisce st 
eral agent, was chairman. -z 

Before their arrival in San Francisip 
Mr. Cox and his party visited aget 
in Seattle and Portland, conferring “! 
Yates Hickey, general agent at Seattt 
and William Brugman, general agett4 
Portland. a 

Following the Los Angeles visit, 
party will visit agencies, — rece 
planted in Texas following its ¢ 
into that state, conferring with 
Paterson, general agent at Houston, ® 
Ricks Strong, general agent at Dall e 


Universal Life & Accident Rally 


AMARILLO, TEX.—Officials 2"% 
agents of the Universal Life & Accidet 
of Dallas met here. W. Brodnax® 
Dallas, president, delivered the pm" 
pal address. He announced placiné® 
portion of the company’s funds i loc 
banks as “a gesture of appreciation . 
favors extended the company and ” 
representatives.” f 

Attending the meeting were: R. 
Murrel, vice-president, Fort Worth: 
R. Fowler, manager; Amarillo; 4.’ 
Nunn, Lubbock; G. C. Bishop, Plat 
view; W. E. Conkle, Amarillo; W:’ 
McCutchan, B. L. Loomer, Pampa ® 
D. L. Vaughan, Borger. 
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Medical Directors Discuss 
mportant Current Topics 





Association of U. S. and Ca- 
nadian Officials Holds Annual 
Convention in New York City 





The Association of Life Insurance 
Medical Directors is holding its annual 
meeting in New York for two days, 
vinding up Friday. Representatives of 
larger companies in the United States 
d Canada are attending, with Dr. C 
Brown, Prudential, the president, pre- 
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siding. 


urer, and Dr. 


DR. C. T. BROWN, Prudential 
President of Association 


Vice-presidents are Dr. B. 
Scholz, Jr. Penn Mutual, and Dr. H. 
W. Cook, Northwestern National. Dr. 
E. G. Dewis, Prudential, is secretary, 
Dr. A. O. Jimenis, Metropolitan, treas- 
H. M. Frost, New Eng- 
land Mutual, editor of proceedings. 

> The annual dinner was held Thursday 
© night, Dr. C. F. S. Whitney, Home Life, 


being chairman of arrangements. 
A further mortality study of glyco- 


7 suria among accepted and rejected risks 
) was discussed Thursday morning by Dr. 


F. G. Brathwaite, associate medical di- 


rector, Dr. E. 


W. Beckwith, assistant 


medical director, and J. P. Mills, of the 
Equitable Society, with further discus- 


e cusion by Dr. Llewellyn Hall, assistant 


medical director, Phoenix Mutual; Dr. F. 
H. McCrudden, assistant medical direc- 
tor, New England Mutual, and Dr. E. S. 
Dillon, assistant medical director Penn 


Mutual. 


Mortality of women according to build 
was taken up by L. I. Dublin, third vice- 
President and statistician, and H. L. 
Marks, Metropolitan, with discussion by 
H. L. Shapiro, associate curator of phys- 
ical anthropology, American Museum of 
Natural History, New York, and Dr. R. 
ly, Willis, assistant medical director Mu- 
tual Life of New York. 

Thursday afternoon a film, “Revival 


of the H 


uman Heart,’ was shown by 


courtesy Dr. W. B. Kountz, Washington 
University, St. Louis, the commentator 
being Dr. H. E. Ungerleider, assistant 
medical director Equitable Society. Re- 


cent advances 


in electrocardiography 


Were discussed by Dr. F. N. Wilson, 
professor of internal medicine University 


of Michigan, Ann Arbor. 


The discus- 


Gea of this paper was by Dr. A. C. De- 
aff, New York, and Dr. C. C. Birch- 
ard, medical director Sun Life of Canada. 
oa morning the medical directors 
ie to hear a paper on prognosis and 
by expectancy in the psychoneuroses, 
yA P. G. Denker, assistant medical 
rector Equitable Society, with discus- 


sion b 


y Dr. F. Kennedy, professor clin- 


al neurology, Cornell University medi- 


cal college, 


appl 





Significance of past hypertension in 
lcants later presenting normal aver- 








Intensive Work Is 
Done in Compiling 
State Hand Books 


The “Underwriters Hand-Book” de- 
partment of THE NATIONAL UNDERWRITER 
located at Cincinnati, which compiles 
and gets out the various state directories 
or reference books, did intensive work 
during the last month inasmuch as it 
produced five state books. The refer- 
ence books from the press of THE 
NATIONAL UNDERWRITER were Illinois, 
Michigan, Minnesota, Kansas and a 
brand new bock for Ontario, Can. The 
Ontario book required much pioneering 
work and the development of the ma- 
terial, mobilization and analysis occu- 
pied about twice as much time as the 
ordinary state ‘book. 


Publish 14 Books 


The Underwriters Hand-book sched- 
ule this year called for the publication of 
14 books covering 18 states and the prov- 
ince of Ontario. Up to date, 11 of these 
books have been delivered, leaving Mis- 
souri, Nebraska and Ohio to come out 
in November. At the peak of the pro- 
duction, the hand-book department at 
Cincinnati employs about 20 people. This 
is in addition to the salesmen, corre- 
spondents and other sources of informa- 
tion in the field. In the course of the 
production period of these state books 
which lasts about seven months, there 
are 750,000 agents’ licenses handled, 
sorted, compiled, typed and set in type. 
In addition there are hundreds of other 
items which go into the book to be got- 
ten in shape, such as lists from field 
men, insurance laws, adjusters lists, sta- 
tistics, etc. These Underwriters Hand- 
Books have become recognized as the 
most complete and up to date volumes 
of the kind that are gotten out. 











age blood-pressure is another subject, 
with Dr. L. F. MacKenzie, associate 
medical director, and Pearce Shepherd, 
assistant actuary, Prudential, as discus- 
sion leaders, and comment by Dr. J. M. 
Livingston, medical director, Mutual 
Life of Canada, and Dr. William Bolt, 
medical director New York Life. 

A third paper scheduled is on goiter 
as viewed from 15 years’ underwriting 
experience by Dr. F. H. Carber, medical 
director Mutual Life of New York, with 
discussion by Dr. W. O. Pauli, assistant 
medical director Union Central, and Dr. 
George McCreight, assistant medical di- 
rector Bankers Life. 





Huebner Urges Companies 


Make Yearly C.L.U. Gift 


PHILADELPHIA—In conferring C. 
L. U. degrees upon 13 successful candi- 
dates at the October meeting of the 
Philadelphia Association of Life Under- 
writers, Dr. Huebner, president 
American College of Life Underwriters, 
declared companies had given the col- 
lege splendid support with their $30,000 
contribution and he hoped it would be 
an annual one to permit the college to 
launch an expansion program. 

He was presented by E. L. Reilly, 
president Philadelphia chapter of C. 
L. U. Dr. Huebner said the C. L. U. 
movement is continuing its growth. 
There are 1,247 holders of the designa- 
tion and 105 wha completed all exam- 
inations, but have to meet the three- 
year experience requirements. He said 
1,446 completed examinations in part, or 
a total of 2,798 who completed C. L. U. 
examinations in full or part. Another 
3,000, he said, have studied the course 
in whole or part but not yet taken any 
examinations. 

Philadelphia, with 101 C. L. U.’s, in 
proportion to population had high hank- 
ing, he said. New York City had 137 
and Chicago 121. In addition, 70 and 
40, respectively, are enrolled in the two 
C. L. U. classes at the University of 
Pennsylvania. 
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Field men of The Lincoln National Life 
can sell both guaranteed cost and participat- 
ing insurance. The Emancipator, Life Ex- 
pectancy, and Low Cost Preferred Risk poli- 
cies provide unusually low guaranteed cost 
protection. LNL participatng insurance, with 
attractive dividends and their attendant cales 


possibilities, is also issued. The LNL man’s 


kit of tools is complete. 
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Attitude of Manager Is 
Vital Factor, Likert Finds 


Man Devoted to Welfare of His 
Agents Is Likely to Have Suc- 
cessful Plant 


The attitude of the manager or gen- 
eral agent toward his men is the prin- 
cipal cause of difference in results as 
between agencies, according to Rensis 
Likert of the Research Bureau staff, who 
addressed the meeting of the Research 
Bureau 4nd the Agency Officers Asso- 
ciation in Chicago this week. His con- 
clusion was based on a survey in which 
170 full-time agents in 12 agencies were 
interviewed. 

“In those agencies where the man- 
ager knows life insurance and selling 
methods and is really and sincerely try- 
ing to do all that he can to help each 
agent to be as successful as possible, 
the agents are much more likely to be 
successful than are those in agencies 
where the manager does not have this 
point of view,” Mr. Likert said. 


Selection and Training 


The attitude of the manager is a far 
greater influence in the success of an 
agency than either selection or training, 
he declared. 

The agency is likely to be successful, 
he states, where the manager is try- 
ing to do all that he can to help each 
agent, appreciating the hard work every 
one of them is doing, seeks to have a 
helpful solution for every problem, whose 
door is always open, who is willing to 
do joint work at any time without split- 
ting commissions. Such a manager, Mr. 
Likert characterized as “agent-cen- 
tered.” 

The antithesis is the manager who 
takes the position that he does not care 
whom he loses except the star producer. 
He belittles his men and frequently 
criticises them in the presence of others. 
He is eager to increase his income 
through personal production and sees to 
it that he gets a lot of “gravy.” 

Agents in such a plant feel that their 
manager is selfish, interested in produc- 
tion only and not in the welfare of his 
men. Such managers he characterized 
as “manager-centered.” 


Made the Distinction 


The bureau investigators divided the 
agencies which they covered into these 
two classifications: In the “agent-cen- 
tered” agencies, 61 percent of the men 
paid for $100,000 or more last year. 
Of the other type only 27 percent made 
that mark. 

The longer an agent is in an “agent- 
centered” agency, the more he produces, 
whereas the reverse is true in the other 
type of agency. 

Th average production for men con- 
tracted prior to 1932 and still under con- 
tract in the “agent-centered” class was 
$126,000 in 1933, $129,000 the next year 
and $145,000 in 1936. In the other type 
of agency, the 1933 production was $98,- 
000; 1934, $90,000, and 1936, $86,000. 

While training may not be all-im- 
portant, it still has an appreciable in- 
fluence upon success and it can be made 
more effective, he said. A training pro- 
gram should not be superimposed upon 
an agency, but the program should be 
organized in each agency in such a man- 
ner that it is an integral part of the 
agency and closely identified with the 
person doing the training. Methods 
should be used that require active rather 
than passive participation on the part 
of the agent. 


Union Seeks Contracts 


John C. Taylor, business agent for 
the Toledo, O., Life Insurance Agents’ 
Union outlined a campaign to obtain 
contracts from five large insurance com- 
panies at a meeting. The organization 
is affiliated with the American Federa- 
tion of Labor. 





General Agent Is Key to 


Recruiting Problem 





One of the outstanding features at the 
annual meeting of the Life Agency Offi- 
cers and the Sales Research Bureau in 
Chicago was the panel discussion on re- 
cruiting led by C. O. Fischer, vice-presi- 
dent ‘Massachusetts Mutual Life. 

Agency executives are agreed that an 
intelligent, thorough, continuing recruit- 
ing process is absolutely essential to suc- 
cessful life company operations, said Mr. 
Fischer. A sound, aggressive, distribut- 
ing or merchandising agency and service 
is necessary. Only through a medium of 
constant building can progress be made. 

Recruiting and selection are uppermost 
in the minds of most general agents and 
managers, said Mr. Fischer. The most 
important single factor in successful re- 
cruiting and selection is the general 
agent himself. Unless he is a true 
leader, and possessed of those qualities 
which fit him for successful general 
agency operation, little can be expected 
from him in the way of recruiting. A 
successful general agent with qualities 
of leadership naturally attracts individ- 
uals of the same type. He builds suc- 
cessful men and he builds a fine agency 
morale. Every competent agent he 
builds becomes an active recruiting force 
for him. 


Personal Contact Job 


Recruiting is a personal contact job, 
said Mr. Fischer. If the general agent 
has surrounded himself with a group of 
successful and enthusiastic cooperators, 
the general agent has the greatest re- 
cruiting plan and force ever devised. 

If the general agent’s present organi- 
zation is weak and inefficient, it is a dis- 
tinct handicap and obstacle in success- 
ful recruiting activity, said Mr. Fischer. 
If that situation prevails, the general 
agent must ask himself where he has 
fallen down on the job in the past and 
how he can improve. If he feels that 
he can do a real job in the future, his 
first task is to eliminate from his present 
force the unfit and build those who are 
strong. Subtraction is just as important 
as addition in successful agency building. 
That should be done first and right now, 
declared Mr. Fischer. 

The particular field of recruiting in 
which the general agent is to engage de- 
pends largely on his own temperament, 
abilities, background and qualifications. 





A general agency cannot rise much 
above the level of the general agent, 
therefore it is the agency executive’s job 
to secure good general agents. A man 
joining an agency organization entrusts 
much of the responsibility for his future 
success in the business world to the 
training he is to receive—the habits that 
are formed under the direction of the 
general agent. It means much to the 
general agent to select successful men, 
but it means even more to the individual 
to select a successful general agent. 
“Not only should thought be given to 
know what we are seeking, but also to 
what he, the prospective agent, is seek- 
ing,” said Mr. Fischer. 


Morale is Important 


In every phase of business activity in 
which the human element is involved 
morale, spirit, and enthusiasm are im- 
portant, said Mr. Fischer. The basis 
and foundation of building agency 
morale is found in the home office atti- 
tude and influence. A sales organization 
lives and thrives on enthusiasm and op- 
timism. It must be held within bounds 
and not permitted to rest on an insecure 
basis, but there is no need or reason 
to stifle it. Each department and the 
company as a whole should give the 
sales force the true facts, a picture of 
the problems that arise, but they should 
not dispel hope by becoming pessimists, 
by painting a picture of general agents 
and field men having a dark future ahead 
because of dwindling renewal valuations 
—the gloomy vision of unsurmountable 
difficulties in the field of investments and 
taxation. 

“We can keep confidence with our 
field associates by being honest with 
them, giving them the true facts, not 
minimizing the problems that exist; at 
the same time preaching the good old 
gospel—that there never yet has been a 
time that an intelligent optimist, a sound 
fighter has not been able to improve any 
situation, to make progress and head for 
real success through the medium of look- 
ing at facts squarely, putting up a real 
fight and forging ahead with confidence 
and courage.” 

Agency executives can aid the gen- 
eral agent by helping him analyze and 
define his problems in formulating a 

(CONTINUED ON LAST PAGE) 





Preside at Chicago Seminars 





E. McCONNEY 











JEROME CLARK 


Presiding at two of the three seminar sessions running concurrently Wednes- 
day afternoon in Chicago as a feature of the annual meetings of the Life Agency 
Officers Association and Sales Research Bureau were E. McConney, vice-president 
Bankers Life of Iowa, and Jerome Clark, vice-president Union Central Life. 





Predictive Value of Rating 
Chart Proved by Experienc 


A. K. Kurtz of Research Burey 
Tells of Tests to Determi, 
Qualifications of Agents 


Use of the prospective agent’s ratiy 
chart devised by the Sales Research By, 
reau has proved its predictive value, 1 
K. Kurtz of the bureau staff told ty 
meeting of the Research Bureau ay 
the Life Agency Officers Association 
Chicago this week. The general agey 
or manager should not abandon jj 
judgment or general size up of a pro 
pective agent, but mechanical selecti, 
can aid in obtaining a truer indicatin 
than the judgment. 

The chart is made up on the basis ¢ 
the experience of 10,111 full time agent 
Twenty-four factors were selected. Th 
chart, Mr. Kurtz said, is valuable i 
helping to avoid contracting poor ma 
and useful in recruiting good men. Mx 
whose chances for success are very sm 
should never be placed under contrag, 
he declared. 


Makes Prospect Receptive 


If a company has a selection pla 
based upon actual experience and it ; 
known to have a high predictive valy, 
the managers can ask the prospectiy 
agent if he would like to find out fy 
himself whether or not he is the typ 
who becomes successful in the business, 
said Mr. Kurtz. Applying the rating 
chart takes but a few minutes. If th 
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prospective agent sees that he rates high, : 


he will naturally be more receptive to: 


thorough presentation of the proposition F 
The manager will have evidence thth ‘ 
the man is properly a desirable cand. 
date and he will present his ideas a-F 


cordingly. 


The rating chart will predict produc F 


tion, he declared. It will 


It can be used to eliminate 
classes of applicants whos 


business. 
certain 


chances of success are slim. It can bP 


used as a recruiting aid to help convince 


competent men that they are capable off” 


achieving success. 
New Personnel Blank 
The Research Bureau is working o 


a personnel blank, a refinement of the F 
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rating chart, said Mr. Kurtz. It is de 4 


signed to indicate such factors as indus 
triousness, enthusiasm, desire for obtain- 
ing power or influence over people ani 
other aspects of personality. Early ed 
tions of the personnel blank have beet 
tried out and it differentiates surpris- 
ingly well between the able and the poor 
among agents already in the business. 

During the past year and a half, he 
said, copies of the personnel blank have 
been filled out by over 1,000 new agents 
at the time they were placed under con- 
tract. Follow up reports were recently 
secured and the scores were compare 
with their subsequent success. Sixty-two 
percent of the men with high scores 
were successful while only 17 percent of 
the men with low scores were success- 
ful. 

The bureau is trying to find out 
whether the personnel blank and pros- 
pective agent’s rating chart used in com- 
bination are more valuable than either 
form used alone. The bureau will under- 
take to get both personnel blank and 
rating chart scores on the same group 
of agents and find out what results cat 
be obtained from a combination of the 
two. 


Rules on Funeral Company 
BIRMINGHAM, ALA.—TIn a decr 
sion by the United States board of tax 
appeals the Luquire Funeral Homes I1- 
surance Company of Birmingham was 
classified as a life insurance company. 
The board based its decision on the fact 
that the company operates under supe 
vision of the state insurance commis 
sion and maintains policy reserves. 
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our Factors to Consider 
Option Revision Given 








h Buregt 0. F. Grahame of Guardian Life 
eterminfe, Cites Changes Necessary—View 
s New York Code Provisions 





NEW YORK—Four ffactors that 
earch Buf must be given further consideration in 
Value, \fMregard to settlement options were out- 
told thlltined by O. F. Grahame, assistant sec- 


nt’s Tatin 


eau anetary of the Guardian Life, in a talk 
ciation if, the Midtown Managers Association 
ral ager here. The recent rules adopted by sev- 
ndon fi 


eral companies are not the last word to 
be said relative to the future of settle- 
ment options, in Mr. Grahame’s opinion. 
Consideration must be given: 
' “(1) Further complicated settlement 
arrangements must be discouraged. The 
recent limitation of 30 years must be in- 
terpreted as one life and a long minority 
Oor maf of 30 years. Application of the rule to 
en, Maf other situations leads to a double pro- 
ery smal gram, one ending before and one ending 
Contract, after 30 years. : 

' “(2) No guaranteed interest rate of 3 

‘percent should exist in any policy unless 

the right to reject beneficiary elections 


f a pros 
_ Selectig, 
indicatio, 


> basis of 
le agents 
ted, Th 
luable j: 


On plafe is retained by the company so that ad- 
ind it j—m verse financial, insurance and legal selec- 
e valufe tion can be curtailed as circumstances 
spective require. 
san ; Considers Secondary Beneficiaries 
usines—e  “(3) Naming of contingent payees or 
rating Je secondary beneficiaries should be elimi- 
If thie nated where the beneficiary elects or re- 
es high | serves all rights to withdraw and to re- 
ive toape ceive interest. Practice should eliminate 
Osition A such beneficiaries except possibly on 
ce tha small cases and the policy should not be 
cand. | issued giving beneficiaries’ rights to 
eas a-f | name second takers. 






“(4) Excess interest rates may need 


roduc f | further adjustment to current interest 
predict - earnings and to the work involved.” 

in th) | Mr. Grahame also reviewed several 
minatef | Provisions in the proposed New York 
whos | msurance code. 

can bf The naming of second takers (second- 
nvince# ary beneficaries) arose by reason of a 
ble off! Statute of New York in 1906 which was 


~ repealed in 1909, said Mr. Grahame. “It 
- would be possible to remedy this situa- 
tion by permitting the companies to pay 
second takers, with creditors and as- 
signees, however, being protected as un- 
der the real property law, Section 149. 
The company would be protected as in 
Section 55-a unless notice of claim is 
' given. It is a disappointment that such 
' 4 proposal was not included in the tenta- 
| tive draft of the New York insurance 
law revision. The aims of this revision 
_ are worthy. It has been executed with 
_ ability and industry. Parts of it, how- 
' ever, would appear to be overstated, 
_ overdefined.” 


Exemption of Cash Values 


' Under Section 66.9 the new exemption 
| Statute, cash values are exempt as are all 
» lifetime benefits except the excess over 
$200 on periodical payments. “As I read 
4 the proposal,” said Mr. Grahame, “cash 
' values of policies payable to an estate 
are exempt although death benefits in 
such a case are not exempt. Further, 
endowment proceeds at maturity and 
the cash value of such policies includ- 
ing those payable to an estate and lump 
sum disability payments of any amount, 
those cases where the face of the policy 
1s paid out on disability, are exempt. 
This can and will be corrected, but for 
the present I can see no hope of statu- 
tory remedy of some settlement option 
problems.” 
; To draft a statute requires not only 
knowledge but a wisdom born from ex- 
perience, said Mr. Grahame. “The in- 
surance law revision tentative draft 
should be gone over section by section 
by persons in the insurance business, and 
there should be no haste in enacting 
It into law,” he said. 


































A 


Life district meeting of the New York 


will be held in Carroll, Ia., Nov. 16. 














Recruiting Methods Are 
Studied by “Impostors” 





John H. Jamison of the Research Bu- 
reau staff presented some conclusions on 
a study by the Bureau in which 12 men 
went about the country presenting them- 
selves to general agents and managers 
saying they were interested in going 
into the life insurance business. Mr. 
Jamison told of these “impostors’” ex- 
periences at the meeting of the Sales 
Research Bureau and Life Agency Offi- 
cers in Chicago. 

Prospective agents like to be treated 
as equals. They do not like to be 
“talked down to” and they like an op- 
portunity to talk themselves, said Mr. 
Jamison. 

The personality of the manager has 
an important bearing on the reaction of 
prospective agents. They like sincerity 
and a straightforward manner. They 
expect a reasonable amount of enthusi- 
asm but are not impressed with the 
over-enthusiastic type. They like to deal 
with an intelligent and capable manager. 
They are impressed with a good personal 
appearance and the signs of a gentleman. 
They like friendliness and thoughtfulness. 

Sometimes the supervisor makes a bet- 
ter impression than the manager, he 





being more friendly and human and 
closer to the prospect problem. The 
manager perhaps is too much impressed 
with his own importance, with the fact 
that he is an executive. This leads him 
to talk down to the prospective agent. 
The prospective agent should be met 
on his own ground and sincere interest 
should be shown in his problems. 


Character Traits Needed 


If the general agent or manager has 
the fundamental qualities of character 
and personality he does not need to be 
a genius or “born recruiter” to get a 
favorable reaction. All he needs to be 
is honest, fair, straightforward, friendly, 
thoughtful and intelligent. 

Probably the most flagrant violation 
of good judgment, according to Mr. 
Jamison, was in connection with the 
manager's estimate of probable future 
earnings. “Not only were they often 
rank exaggerations,” he said, “but their 
discovery by the agent must necessarily 
dampen his confidence in the manager.” 

Few managers or general agents are 
doing the kind of job that the home 
office expects, he declared. 





“Benefit” Group Incorporates 

ST. PAUL.—About 20 of the 32 as- 
sessment benefit associations in Minne- 
sota have incorporated the Minnesota 








Alliance of Assessment Benefit Associa- 
tions to promote the welfare of their 
particular business. The organization 
had its inception about two years ago 
when Commissioner Yetka was dissatis- 
fied with the operations of the associa- 
tions. He advised them to “put their 
house in order” or it would be necessary 
for the state to do something. 

The alliance was formed at that time 
and is now incorporated with E. C. 
Lundquist, Willmar, president; C. M. 
Munnecke, Lindstrom, vice-president, 
and S. H. Nelson, Mankato, secretary. 


“Insurance Review” Change 


The “Insurance Review” of St. Louis, 
of which Ogden Brown is president and 
editor, has changed its format. This 
publication was established in 1867. It 
is now putting out two separate editions 
each month, one for life insurance and 
the other for fire, casualty and surety. 
The format is in about the size of the 
“Readers’ Digest.” The plan is to pre- 
sent sales ideas in statistical and factual 
form together with general items on 
events and trends of the business. There 
is a _ sub-title, “Standard Analytical 
Digest” on both editions. John B. La- 
Macchia, who was formerly with the Al- 
fred M. Best Co., New York, has joined 
the “Insurance Review’ as analyst and 
associate editor. 

















NEW SALES AIDS 





services: 





Pilot field men do succeed. 


Ever on the alert to give its field force the 
training and sales aids which, when properly 
used, will assure them wider knowledge, 
increased confidence, and larger incomes, the 


Pilot Life has recently installed the following 


1. An up-to-date and effective Direct Mail Plan. 


2. Field training schools. 


Emry C. Green, President 


There is a reason. 


PILOT LIFE INSURANCE CO. 


Greensboro, North Carolina 
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Insurance Institute Holds 


Annual Meeting in N. Y. 





W. D. Winter Reelected Presi- 
dent—Hendon Chubb Stresses 
Need for Training Work 


By DOROTHY B. PAUL 


NEW YORK—At the annual meeting 
here of the Insurance Institute of Amer- 
ica these officers were elected: President, 
W. D. Winter, president Atlantic Mu- 
tual; vice-presidents, L. E. Falls, vice- 
president*American of Newark, and J. S. 
Thompson, vice-president Mutual Bene- 
fit Life; secretary-treasurer, E.R. 
Hardy; governors, J. Barry, vice- 
president Life Extension Institute; Hen- 
don Chubb, president Chubb & Son; 
George D. Markham, W. H. Markham 
& Co., St. Louis; W. Ross McCain, 
president Aetna Fire; C. R. Page, presi- 





dent Fireman’s Fund; Frederick Rich- 
ardson, United States attorney General 
Accident; C. H. Roloson, Jr., president 
Central Fire, Baltimore; W. B. Crutten- 
den, vice-president Springfield Fire & 
Marine; K. R. Owen, vice-president 
Standard Accident; R. C. Neuendorffer, 
secretary Guardian Life. 


Prizes Are Presented 


President W. D. Winter presided at 
the meeting and presented the prizes. 
The winners were: Casualty, Robert 
Hitchman, Northwestern Mutual Fire; 
life, Miss Edna Le Blanc, Metropolitan 
Life; marine, R. A. Murphy, Chubb & 
Son; fire, G. J. Stevens, Jr., Royal; 
surety, J. G. Giblon, Jr., Standard Acci- 
dent. The winner of the E. R. Hardy 
prize was W. M. Connor, claims man- 
ager Hardware Mutual Casualty. 

Hendon Chubb in his address empha- 
sized “the duty of building up a person- 
nel for the future that will have a back- 
ground of young men that have the ca- 
pacity and the education and the char- 











JUST LIKE THE 


There’s a limit to human durability, just as there was 


to the wearing qualities of the one-hoss shay that collapsed 


unexpectedly in mid-road. 


Some men endure longer than others, 


and none can foretell the future. 


It is the life insurance salesman’s privi- 
lege to influence family providers to 
protect their dependents by preparing 


for possible emergency. 





STORIED SHAY 





acter to step into the responsibilities of 
our generation and carry on this great 
business to ever greater public service.” 

He said this can be accomplished by 
providing opportunities for study and in- 
struction outside of the ordinary office 
hours and by encouraging the intelligent 
curiosity of the members of the staff. 
“The time so taken will not, as many 
busy executives think, be lost; it will 
be a contribution to capital, the most 
important form of real capital, human 
efficiency,” he declared. 


Charges Billion “Profit” 
Through Mortality Table 


BOSTON—Life companies have made 
more than a billion dollars profit the 
past three years through the use of a 
mortality table compiled in the period 
between the Mexican and Civil Wars, 
declared Judd Dewey, deputy commis- 
sioner of savings bank life insurance, be- 
fore a legislative committee investigat- 
ing rule making powers of the state de- 
partments. His figures listed the “profit” 
at $348,000,000 in 1934, $356,000,000 in 
1935 and $380,000,000 last year. 

Mr. Dewey also condemned the 
weekly premium payment plan and de- 
clared that the 3,000 or more weekly pre- 
mium agents in the state are “deliber- 
ately exploiting’ the poor people at 
every turn. 

Representative Bowker of the com- 
mittee, an insurance broker, suggested a 
limit be placed on the amount of insur- 
ance one might take out on the savings 
bank plan. Today, with 24 banks han- 
dling the plan, it is possible to take out 
$24,000 on an individual, which is con- 
trary to the original idea that a small 
amount of insurance be available at low 
cost to poor people. 

Dewey answered that the legislature 
had attempted half a dozen times to limit 
the amount taken, each time unsuccess- 
fully. Out of 349 persons who took out 
policies in July, August and September, 
he said, only nine took the full amount 
of $24,000. A majority took policies un- 
der $1,000. 

Paul F. Clark, general agent John 
Hancock, said he believed there was 
room for both types of insurance in 
Massachusetts but charged that Dewey 
had gone beyond the provisions of the 
statutes when he advertised savings bank 
insurance over the radio and through 
other agencies. He termed the radio ad- 
vertising “malicious propaganda.” F. E 
DeGroat, Boston general agent, also 
charged that Dewey, through his radio 
advertising, was misinforming the pub- 
lic relative to life insurance. 











Tax Formula in Opinion Is 
Revised by Illinois Court 


The Illinois supreme court has re- 
vised its opinion in the personal property 
tax suit against P. J. Lucey, receiver for 
the National Life of the U.S.A. In up- 
holding the state’s right to assess certain 
bank stock the Illinois supreme court 
set forth a new formula in ascertaining 
the property of a domestic life insur- 
ance company subject to personal prop- 
erty taxation. Henry S. Moser of Son- 
nenschein, Berkson, Lautmann, Levinson 
& Morse, Chicago attorneys for a number 
of Illinois life companies, filed a motion 
as amicus curiae to secure a revision 
of the opinion in regard to its tax for- 
mula. At the October session the court 
revised its opinion in accordance with 
Mr. Moser’s request, eliminating the er- 
roneous tax formula. 

The established procedure is to deduct 
from the gross assets the value of real 
estate and personal property otherwise 
taxed and from the remainder to deduct 
the net value of outstanding policy con- 
tracts, plus liabilities, except capital 
stock, which comes under other cate- 
gories. The remainder constitutes the 
personal property of the company which 
is subject to assessment and tax. In the 
decision the court held that the real es- 




















Advance Premiums Barred iy 
Wisconsin by Banking Lay 












Ruling Forbids Agreement My. 
ing Them Withdrawable or R, 
payable on Maturity, Surrend. 
















Life companies in Wisconsin are fr. 
bidden to accept advance premiums ¢ 
an agreement that. they can be wit. 
drawn by the policyholder, or will } 
repaid at death or other maturity of th 
policy, according to the opinion of A, 
torney-General Loomis i 
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to Commis 
sioner Mortensen. Receiving deposi; 
which are withdrawable or repayabk 
constitutes banking under the laws ¢ 
Wisconsin, according to the attorney. 
general. This, he rules, would be a vio 
lation of chapter 224 of the state lay 
relating to banking. 













Offense Is in Agreement 






The offense does not consist in r 
turning the money, or paying interey 
thereon, but in the agreement to do 
according to the attorney-general. Th 
law has been applied to department 
stores which received deposits agains 
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which purchases were charged, wha Whil 
the department store agreed to permit) ing of | 
withdrawal of the unused money. It of busi 
hhas been invoked against employers ww tion, bt 
attempted to encourage thrift by receiv. at the. 
ing deposits and paying interest. It() prepari 
would apply to insurance companies of items | 
all kinds, including fraternals. the lec 
The attorney-general inclines to thf = separat 
belief that the company would rende fi) reason 
itself liable for the return of the funds — % these 1 
under the forbidden contract, that i,— ) Com 
the policyholder would not lose the = spect. 
money, but the company would subject f % item 1s 
itself to the penalties of the banking§™ of the 
laws. > non-pe 
sf of nor 
Not Posted on Practice reserv 
The attorney-general distinguishes | oes 
between advance premiums which att@® -ecery 
subject to withdrawal or repayment aif) Coy 
those that are to be retained by th} 9) ang y 
company, but reveals some ignorance of | Head 
life insurance practice. He cites tht P ™ arate 
lower premium on annual payments > 7 force, 
compared with semi-annual or quarterly, s 
and calls it a discount, established by > 7 Shoul 
custom and permissible, apparently u- $ 
aware that the higher charge on quat- . Th 
terly and semi-annual payments is it F~ —_ 
> facts 


terest, and that when part of the pre 
mium is returned if death occurs du 
ing the policy year, the return premium F 
is a mortality cost rather than a refund. 
The opinion refers to the loophole 
left by the Wisconsin supreme court 1 
the Gimbel Bros. case (MacLaren vs. 
State) in which the supreme court 11 





dicated that the department store might quire 
pay interest on funds which were to be was 
used only in the purchase of goods. a la 
However, the heirs or executors could requ 
still get the goods, while if life pre B) of t 
miums are payable in advance, the only F™ in t 
possible form of reimbursement is te F prac 
payment of the advance. enue 
Competed with Banks ;.= 
A number of life companies have en F 
couraged their agents to collect advance 
premiums, on which interest was paid, Soe 
with the proviso that the money could 
be withdrawn. The 3 percent or 3% M 
percent offered on the premiums is com- sub: 
siderably in excess of the savings bank quo 
rate in most places. J. F 
The practice of industrial agents col A ¢ 
lecting ahead as far as possible seems = 


to be hit by this Wisconsin ruling. 
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would mean that the Illinois companies 221 
would be subject to double taxes as they bi 
have to pay personal property tax of er 
real estate owned in other states. The 
revised opinion eliminated this. At the I 
same time the supreme court denied the an 
appeal of Receiver Lucey. mc 
New Settlement Option slide rule. $1.50. a 
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Expense Segregation Topic 
Is Discussed by Actuaries 


Chicago Club Takes Up Meth- 
ods of Allocation as Between 
Par and Non-Par Business 






















Allocation of expenses between par- 


Miums ¢y ticipating and non-participating business, 
be Wit required by a number of states and in 
T will WRN fect in Canada for some time, was 
Ity of thi discussed at the first fall meeting of the 


Chicago Actuarial Club. W. M. John- 
son, vice-president and actuary Central 
Life of Illinois, and Ross Moyer, 
vice-president and actuary Continental 
Assurance, led the discussion. 

Among states requiring this segrega- 
tion of expense, Mr. Johnson said, are 
Illinois, Ohio, Minnesota and Michigan, 
some others also having the requirement. 
'The problem is to credit the proper 
amount of income and expenses to par- 
Nticipating business. This segregation is 
‘valuable to state officials and is a means 
of guiding company officials in oper- 

ations. 


Interest Important Item 


| While some state laws require a show- 
ing of gain and loss on different classes 
of business they do not specify separa- 
tion, but it is necessary to do so to arrive 
at the gains and losses, it was said. In 
preparing the gain and loss exhibit some 
items of expense naturally separate in 
the ledger and others not conveniently 
separated must be allocated on some 
‘reasonable basis. Prominent among 
> these is interest. 
Company practices vary in this re- 
"> spect. In some companies the interest 
item is separated on the ratio of reserves 
of the two classes—participating and 
non-participating—allowing capital stock 
of non-participating business to go with 
reserves of that group. Some com- 
panies use the reserves at the end of 
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ge the year and others use the mean of 
reserves. 

wis Z Commissions are a big expense item 

nce of fam and usually are separated in the ledger. 

os the Oe Head office expense as a rule is sep- 

: arated by the amount of business in 

ments, force 

rterly, F . 

vs by f= Should Show Facts 

y u- fF 

qua-f— | The point was made that the plan 

is inf ) adopted should reasonably express the 

2 pre: facts of actual conditions. Some com- 

y dur» F = panies segregate medical fees by the 


"number of paid for policies issued in 
the year. 
The Canadian, British and continental 
| actuaries have had some experience 
with segregation of expenses for a num- 
ber of years because other activities re- 
quire separation of items. This practice 
was first adopted on this continent on 
a large scale in Canada, where laws 
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could require separation in a schedule, instead 
aid of the gain and loss exhibit such as 
4 in the United States. The Canadian 
> 


Practice is to segregate funds on a rev- 
enue basis. 








RECORDS 


Mutual Trust Life—Agents show a 
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con- substantial increase in production over 
ank » quota. The Cincinnati agency under W. 

Fi J. F. Roll and F. G. Schneiders in Class 
col- ‘ A came through the third quarter with 
ems BF 128 percent of quota. The M. O. Solberg 


agency, Eau Claire, Wis., showed 259 per- 
cent in Class B, and the Park River, 
i D,, agency under Leonard Chapman, 
“21 percent in Class C. These marks 
Were made in competition for the presi- 
dent’s trophy. 





Provident Life & Accident—Accident 
and health premiums for the first nine 
months gained more than $570,000, while 
f $11,000,000 gain in life insurance in 
orce brought the total to $109,245,370. 









O’Malley Indulges His Gift 
for Invective in Blast at 
Missouri Governor 





R. E. O’Malley, following his removal 
as superintendent of Missouri, issued! a 
blistering statement, hitting Governor 
Stark. S. Robertson has now 
taken his place as Mr. O’Malley’s suc- 
cessor. His term runs to July 1, 1941. 

“During the 10 months of the gover- 
nor’s administration, I have had but two 
short conferences with him,” Mr. 
O’Malley stated. “So far as I am con- 
cerned, he has been cloistered and that 
has been his attitude also toward the 
leading insurance executives and agents 
of this state. His attitude can only be 
attributed to cowardice, and 1 assert 
that he had during all these months, 
given a willing ear to every agency op- 
posed to sound insurance in this state. 


Claims Contract Nullified 


“His latest and most astonishing 
move is his idiotic and dishonorable at- 
tempt to nullify a contract made by the 
Park administration two years ago, the 
results of which have been a general 
reduction of insurance rates, constitut- 
ing a stupendous saving to the insur- 
ance buying public. Quite recently, he 
expressed much concern ‘lest the state 
might be made the laughing stock of 
the nation.’ He is now quite indiffer- 
ent to the certainty that if his efforts 
to nullify the settlement contract are 
successful the state will be thereby 
made ‘the scorn of the nation,’ 
and he is oblivious also to the fact that 
if such efforts are successful, the people 
of the state will be saddled with higher 
insurance rates. I have not engaged in 
any comic crusades against one-armed 
bandits when the two-fisted gentry have 
both paws plunged into insurance and 
state funds. 

“Upon the governor’s private life I 
cauld not and would not cast the slight- 
est reflection, but I am well informed 
as to him politically and officially, hav- 
ing some knowledge of his conduct dur- 
ing the two campaigns in which he 
sought the nomination for governor, 
and, of course, I am quite familiar with 
his conduct as an official, and I think 
the general public is fairly well informed 
on both; and in my opinion, he has glar- 
ingly revealed moral and mental de- 
ficiency. To have won the official dis- 
approval of such a man, I regard as a 
distinct and durable honor. 

“The governor’s attitude toward and 
interest in sound insurance in this state 
is ably represented by the man whom 
he appointed as my _ successor, and 
whom I discharged a year ago for in- 
efficiency and other reasons, and my 
failure to fully state my reasons there- 
for at the time was, I feel, very mag- 
nanimous.” 


Addresses Life Agents 


Mr. O’Malley, in addressing the life 
insurance class conducted by the St. 
Louis Life Underwriters Association, 
expressed pleasure that his dismissal 
had been hailed publicly by the frater- 
nals as a “grand and glorious day ta the 
societies.” He stated that he was re- 
turning to Jefferson City to round up 
his work with department, probably 
take a few weeks rest andj then make 
his home in Kansas City. He said he 
had not contacted T. J. Pendergast of 
Kansas City, Democratic Missouri 
chieftain, regarding Governor Stark’s 
action. 


Addresses Life Underwriters 


Mr. O’Malley was scheduled to appear 
before the life insurance class Thursday 
evening in the Continental Life build- 
ing, St. Louis, under the auspices of the 
St. Louis Life Underwriters Associa- 
tion. Frank M. See, New England Mu- 
tual, presided and Mr. Sy paey "terme to 
form, showed up. He facetiously re- 
ferred to himself as an “ex.” 

He opened a broadside against Ed 
Mays, who was president of the Conti- 
nental Life, and accused him of being 





responsible for its downfall. Mr. O’Mal- 
ley said it has been his observation that 
those life companies that had an agency 
man from the field as a member of the 
board had a more correct viewpoint of 
field problems. He said that he thought 
it was of great advantage to a company 
and to the field workers to have someone 
out on the firing line as a director. He 
commended the present system of con- 
vention examinations and the rules that 
had been adopted by the National Asso- 
ciation of Insurance Commissioners, say- 
ing that the results so far have been 
beneficial. 


Hastie-Heifetz Conference 

An all day joint conference of the John 
R. Hastie and Samuel Heifetz agencies 
of Mutual Life in Chicago was held 
Wednesday. G. A. Sattem, superinten- 
dent of agents from the head office, ad- 
dressed the morning session, and Vice- 
President G. A. Patton, the afternoon. 








Mr. Patton and Mr. Sattem attended the 
Research Bureau meeting while in Chi- 
cago. 


C. I. O. to “Buy Union” 


NEWARK.—At a meeting of 250 
newly organized insurance agents, most 
of them life men, W. J. Carney, C. I. O. 
regional director, declared that 70,000 
C. I. O. members in northern New Jer- 
sey would purchase only from union 
agents in the future. 

Sidney Looker, New Jersey state or- 
ganizer, said the union’s program in- 
cludes giving the policyholders a break. 
With company pressure removed by 
union agreements, he said agents will 
find it unnecessary to high-pressure 
prospects into purchasing more insur- 
ance than needed. 








Get results by reading The Heart De- 
cides by Bertram Brownold. $1.50. Order 
from The National Underwriter. 
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5-way Policy 
insuring against Sick- 
ness, Accident, Acciden- 
tal Loss of Limbs or Sight. 
Old Age and Death, 
(with Four out of Five 
Payments going to 
LIVING policyholders), 
offers the complete cov- 
erage that people are 
buying and that agents 
are selling. Send for 
“"PROOF™”... our latest 
5-way circular. 
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Program Reflects Intensified Research Work 


(CONTINUED FROM PAGE 1) 





Cumming, Monarch Life of Winnipeg. 
Vote to Increase Dues 


An increase in dues for companies be- 
longing to the Research Bureau was 
favorably voted upon at a meeting 
Wednesday. The new scale of dues will 
make available to the bureau an addi- 
tional $30,000 to be used for research 
purposes and will permit the retention 
of Dr. Rensis Likert and his associates 
and an expansion of their research activ- 
ities. The new dues will mean an in- 
crease of as much as 50 percent for 
some of the smaller companies. How- 
ever, the increase is not made on the 
flat percentage basis but is to be cal- 
culated on the amount of ordinary life 
business in force with minimum and 
maximum charges. 

The new rate scale is embodied in an 
amendment to the constitution which 
was unanimously adopted and is referred 
to as article 4. It stipulates that the 
dues of \member companies shall be 
based upon the gross amount of ordi- 
mary insurance in force in the United 
States, Canada and Newfoundland on 
Jan. 1 of the preceding year, the dues 
to become payable in advance the first 
of each year. 

Details of Formula 


For each company there is to be an 
annual charge of $400 plus an amount 
based on this formula: $6 per million 
for the first $100,000,000 of ordinary 
insurance in force; $3 per million for 
the next $200,000,000 in force; $1.20 per 
million for the next $500,000,000 in 
force, and 60 cents per million for the 
next $1,000,000,000 in force. The max- 
imum annual dues to be charged on this 
basis shall not exceed $2,500. 

Associate Members 


For associate member companies the 
dues are to be based on the gross 
amount of ordinary insurance in force 
on Jan. 1 of the preceding year, the 
dues to be determined by this schedule: 
companies having $250,000,000 or more 
in force, $500. Companies having $60,- 
000,000 to $250,000,000 shall pay annual 
dues of $400. Companies having $30,- 
000,000 to $60,000,000 will pay dues of 
$300, and annual dues of $200 will be 
collected from associate member com- 
panies having less than $30,000,000 in 
force. 

The increase in dues will distribute 

among all the companies the cost of 
carrying on and enlarging the research 
work, which in the past has been largely 
borne by 45 companies, each one of 
which has paid $1,000 for this purpose. 
It is the belief that all of the activities 
of the bureau should be shared by all 
of the member companies, and under 
the new arrangement no special funds 
will have to be collected from the com- 
panies which have been contributing so 
heavily for the past two years. 
E Greetings were extended at the open- 
ing session Tuesday morning by J. A. 
7 manager Edgewater Beach Ho- 
el. 





BEHAN TAKES COMMAND 





J. C. Behan, vice-president Massachu- 
setts Mutual, then took command as 
chairman executive committee Agency 
Officers Association. As the famed wit 
of the life insurance business, he had to 
perform, as advertised, in character. 
With a series of witty sallies, he had his 
audience in stitches before. introducing 
J. M. Holcombe, Jr., manager Sales Re- 
search Bureau. 

Mr. Holcombe set the program with 
an address “New Challenges to Agency 
Management.” 


Period of Doubt 


Until five years ago, Mr. Holcombe 
observed, life insurance production had 
been upward and onward. During the 
last five years, however, “the going has 
been hard.” Adversity has projected 
questions and doubts. That life insur- 





ance is subject to hidden liabilities has 
been emphasized. For instance, disabil- 
ity income was sold blithely until its 
dangerous nature became manifest. Dan- 
gers were slow to appear, he observed, 
citing assessmentism. i 

The Bureau, according to Mr. Hol- 
combe, undertakes to photograph pres- 
ent situations to see if hidden liabilities 
exist and if so, whether and how they 
can be avoided. 

The Bureau, he asserted, is to agency 
management, what aviation recognizance 
is to army headquarters in war. 


Should Face the Problems 


Mr. Holcombe said his institution un- 
covers vital information on the theory 
that the business should face its prob- 
lems rather than to try to ignore them. 

One such problem, he declared, is the 
fact that three-quarters of the new 
agents remain less than two years. The 
remainder earn on the average $56 a 
month. Those that remain reach their 
maximum production in the third quar- 
ter of their first year and tend never 
again to attain that level. 

Certain impressions prevail. One is 
that recruiting is difficult because of the 
record of failures in the business. He 
referred to the savings bank life insur- 
ance system in Massachusetts and the 
fact bills to authorize similar systems 
were introduced in seven states this year. 
The public, according to Mr. Holcombe, 
has some foundation for supporting such 
a setup because it knows that most 
agents today are not “successful practi- 
tioners.” 


Challenges to the Business 


These are challenges to the business, 
he asserted, which the Bureau recog- 
nizes. The Bureau is dedicated to the 
better selling of life insurance, fully con- 
fident that imperfect situations can be 
met and mastered. 

In the “lush” 1920’s, Mr. Holcombe re- 
called, high lapse business was sold. The 
liability hidden at that time is now rec- 
ognized. 

A new temper, he said, is today evi- 
dent among agency officers. Insurance 
is now inquiring as to its\sales methods 
as never before in an honest and de- 
tached way, in an effort to improve the 
principles and methods. 





Research, he declared, is an attempt to 
get more information on some particu- 
lar subject. The “train of causation” is 
traced. 

Mr. Holcombe gave a_ thumbnail 
sketch of the significance of the various 
program features to come. 

Many are skeptical of the value of re- 
search, Mr. Holcombe said. That is 
understandable. Men have always 
scoffed at research. He cited the ex- 
perience of Louis Pasteur. 

(Mr. Behan appointed the nominating 
committee, consisting of Franklin 
Morss, Provident Mutual, chairman; J. 
H. Leaver, Central Life of Iowa, and C. 
D. Devlin, Confederation Life. 

A. K. Kurtz, a comparatively new 
member of the Bureau staff, with the aid 
of slides, gave a talk on the progress 
that has been made in sizing up the po- 
tentialities of prospective agents through 
use of so-called rating charts. 


Likert Gives Paper 


Rensis Likert, head of the research di- 
vision of the Research Bureau, delivered 
a paper, “Why Are Agencies Success- 
ful?” His conclusion is that the attitude 
of the manager is the determining fac- 
tor. If the boss is sincerely interested 
in the welfare of his men, the agency’s 
chance of success is high. If the boss 
is what Mr. Lipert terms “manager-cen- 
tered,” selfish and callous, the agency is 
inherently weak. 





CRITICISM BY COFFIN 





Vincent B. Coffn, superintendent of 
agents Connecticut Mutual, discussed 
the significance of Mr. Likert’s report. 
He said the conclusions in that paper 
confirm what agency executives have 
known and challenges those executives 
to do something about it. The home of- 
fice people, he said, know that agents 
should be made to take an active part in 
the training process, but that has not 
been insisted upon. 

Agency executives know that the 
agency manager, the trainer, does a bet- 
ter job of training if he feels the material 
is his own. Connecticut Mutual, he said, 
tries to make the general agent feel that 
the company course is a part of himself, 
but many general agents still merely 
hand the company course to the new 
agent to study by himself. There has 
been a failure to urge and stimulate man- 
agers to throw themselves into the train- 
ing. The type of course, he declared, is 





Address Agency Officers 





CARL A. PETERSON 











R. B. COOLIDGE 


Two interesting speakers at the Wednesday session in Chicago of the Life 
Agency Officers Association and Sales Research Bureau were Carl A. Peterson 
and R. B. Coolidge. Mr. Peterson, who is supervisor of agencies Northwestern 
National, presented the story of his company’s new persistency rating chart while 
Mr. Coolidge, who is superintendent of agencies Aetna Life, discussed modern 


programming technique. 


less important than the manner in whiy 
it is presented. 

Concurring in the conclusion of \, 
Likert, Mr. Coffin said no phase of ma 
agement is as important as the attityy 
of the manager. Some agencies are gy, 
cessful although the managers are yjy 
lating many of the ordinary rules of sy, 
cess. In other agencies, all the recog, 
mended rules are observed, but succeg 
is lacking. The difference is due to th 
attitude of the manager. 

The agency executive, Mr. Coffin gj 
is challenged by Mr. Likert’s report 4) 
do something about managerial trainin 

E. A. Olson, president Mutual Try 
Life, the next commentator, gave son 
rugged, homespun philosophy that ray 
true and warmed the audience. “It js; 
tough job,” he commenced, “to find mg 
who can sell life insurance.” 


Dipping Into Maelstrom 


The complaint is heard, he declare 
that agents are not making a decent li. 
ing. “Is he the only man who isn’t md 
ing a decent living?” Mr. Olson asked 
The average lawyer’s income is that ¢ 
“a good ‘copper,’” he declared. Eight 
percent of wage earners are on the ip 
come level of insurance agents. The x. 
erage income and competence is ng 
high. 

“We,” Mr. Olson asserted, “are e 


man souls and pick a winner whenever 
we make a grab.” 


“tough,” the way is paved for improve. 
ment to be effected. 

Mr. Morss reported for the nomina 
ing committee. 


Address by A. Mackenzie 


The first speaker Tuesday afternom 
was A. Mackenzie, manager of agencit 
Manufacturers Life. He said he ob 
jects to the word “recruiting.” 


selection at that, and it seems the fine 
the screen is in our selection, the bette 
results we are going to obtain. 


the business are difficult to find an 
therefore we have to search all th 
harder. 
and imagination and a study of huma 
nature. We have nothing concrete to 
offer. It is an idea, 


use the imagination.” , 
Selection, he said, is the function d 
the branch managers or general agents 
They must be trained by the home offic 
as to what selection really means. The 
managers are the key men. Supetit 
tendents and heads of agency organi 
tions have not the time, nor the loc 
knowledge. An intimate knowledge 
background means much in selection. 
“T believe,” he declared, “in attempt 


ing the key positions of branch mat 


mentary methods of selection. 
pears to me that it stands or falls upot 
their ability to select. 
secondary, though very important.” | 

Managers must consider it their pt 
mary duty to be looking for suitable m 
terial all the time. 


Should Be Employed 

“We have to look for the exceptiond 
man in the ranks of the employed, 10 
the unemployed,” he asserted. “If # 
manager selects a man, he must be cot 
vinced that the individual has pote? 
tial salesmanship ability. He must te 
that he is of the right age—say, betwet? 
25 and 40, that he is restless in hi 
present position and anxious to improv 
his status, that he believes in the lit 
insurance business as a great service ! 
humanity, that he is honest, honora i 
in his dealings and of good habits a! 
that he would be a credit to any orga 
ization.” 

Having selected a man, he must fir 
be made to‘ believe that he has attach 
himself to a good company, a compat! 
that is greatly interested in his perso™ 
success. Then he must be taught some 
thing about his company, the principlé 
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Mr. Olson declared that once the ji 
of picking agents is recognized as bein 


“My idea,” he said, “is quite different” 
It is that of selection and a very fimh 
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gard to the agency department. 

Then comes the training in the tech- 
ique of selling. The shorter and sim- 
nler the sales course, the better. The 
raining should be conducted by “real 
teachers” rather than the pure school- 


master type. 
Prefers Fewer Agents 


The business, he concluded, would be 
etter served if there were fewer agents. 
Attention should be focussed on net 
sain in insurance in force instead of on 
Tyolume. There should be close super- 
jsion for all new men, 

_ H. Jamison of the Bureau staff, re- 
ated the interesting experiment of hav- 
ng a dozen operators go about pretend- 
ing to be interested in entering insurance 
and finding out what the managers are 
‘saying under those circumstances. 
 1L.S. Morrison of the Research Bureau 
staff gave an address, “General Agency 
“or Branch Office?” He came to the 
‘conclusion that the distinction between 
“the two types of operation is not impor- 
“tant. It is impossible to get a statement 
of the comparative worth of the two 
‘systems or the comparative cost. The 
human element is vital in either set up. 

“As far as we can tell,” he concluded, 
“it ig immaterial whether you exercise 
much control or little, as long as your 
plan or theory of management is adapted 
to your company, to your personality 
and to your way of doing business, and 
as long as it works, but in either case, 
"Jone thing seems necessary to give you 
complete and accurate financial control 




























‘Band to give the field man a compre- 


hensive, financial incentive, and it re- 
mains our one unqualified recommenda- 
‘tion. That is a suitable schedule or for- 
mula, based on renewal business as well 
as first year which, by setting up a 
standard income for each agency, will 
tell you how much you are willing to 
spend and will tell the manager or gen- 
eral agent how much he has to go on. 
If an agency shows a surplus, you can 
dispose of it as you see fit; if there is a 
deficit, at least you know how you 


stand.” 











| AGENCY PRACTICES PACT 





W. W. Jaeger, Bankers Life of Iowa, 
gave the report of the agency practices 
committee. The movement is well under 
way, he said. As of Oct. 8, 64 compa- 
/ nies were signatories to the agreement. 
The committee held meetings last De- 
— in March and on ‘Monday of this 
week, 
| Thirty-seven companies that replied to 

a questionnaire reported that on Jan. 1, 
1935, 22 percent of their contracts were 
with part timers. On Jan. 1, 1937, the 
ratio of part timers had dropped to 16 
) Percent. There was a decrease of 39 per- 
cent of total agents. 

Mr. Jaeger presented O. Sam Cum- 
mings, who said the National association 
/'s emphasizing the positive side of the 
» *gency selection matter this year. He 
+ mentioned that L. O. Schriver, Aetna 
Life, Peoria, Ill, chairman agency prac- 
tices committee of the National associa- 
tion, was in the audience. 


Objectives of the Year 
The Schriver committee, he said, is 


setting up machinery for reporting al- 
leged violations of the pact. It will study 
the effects of the operation of the agree- 
ment to date. It will seek more signa- 
tories. It is seeing to it that the local 
8roups abide by the pact, not depart from 
=) tin any particular. 

| Mr. Behan read a telegram from 
George L. Hunt, New England Mutual, 
Who is in Honolulu. Mr. Hunt was 






© chairman of the 1937 life insurance com- 


mittee, 
In place of Mr. Hunt, the report of the 


a 


HOME OFFICE AGENCY SEC’Y 


Competent man experi in handling office 
weal of agency department wanted by mid- 
tern life insurance company. State age, ex- 

» Salary desired, and references. 
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On the Committee for 
International Congresses 








PERCY H. EVANS 


Percy H. Evans, vice-president and 
actuary of the Northwestern Mutual 
Life, who has been nominated to fill the 
vacancy in the American section of the 
Permanent Committee for International 
Congresses of Actuaries, has been in the 
life insurance business since 1889 and has 
been in the agency and actuarial depart- 
ments of the Northwestern Mutual since 
1901. He is a member of the American 
Mathematical Society, of the American 
Statistical Association and was president 
of the American Institute of Actuaries 
from 1924 to 1926. 








insurence week committee was given by 
C. T. Steven, Phoenix Mutual, the new 
president of the Life Advertisers Associ- 
ation. 

The insurance week project, Mr. Ste- 
ven said, is in its critical stage. Any ad- 
vertising campaign has such a stage in 
its fifth or sixth year because familiarity 
breeds contempt and weaknesses take on 
greater importance. 

Some $130,000 was available to the 
committee this year and $126,700 was 
spent. 

The novel features of the 1937 observ- 
ance were the formal opening in Wash- 
ington, D. C., under the auspices of the 
department of commerce and the na- 
tional letter writing contest. About 100,- 
000 letters were written by high school 
students. Through the cooperation of 
banks, radio operators, National associa- 
tion, etc., the $120,000 investment grew 
to be worth $500,000, Mr. Steven said. 

Mr. Steven referred to the suggestion 
that the observance be _ continued 
throughout the year and not confined to 
a single week. 


Behan 1938 Chairman 


The fact that it is a single annual event 
brings. cooperation of publicity mediums 
and general business, Mr. Steven con- 
tended. 

Mr. Behan introduced himself as the 
chairman of the 1938 insurance week 
committee. He expressed the belief the 
time has come to change the designation 
of the observance and he called on S. T. 
Whatley, Aetna Life, to give a sugges- 
tion. “The Annual Message of Life In- 
surance to the Public,” is Mr. Whatley’s 
suggestion for a substitute for “Life In- 
surance Week.” Mr. Behan endorsed 
that suggestion, saying it would remove 
the objection that this is just another 
week along with Johnny Appleseed 
Week, National Cheese Week, etc. 

Henry E. North, of San Francisco, 
vice-president Metropolitan Life, re- 
ported as chairman of the committee on 
American College of Life Underwriters. 
He said the committee had been suc- 
cessful in raising from the companies 
$30,000 to finance the American College. 
In the future the fees of the college will 
be increased and the donations from the 
companies will be counted as a contribu- 
tion toward reducing the cost of the fees 
to the individual. 





Mr. North announced that having been 
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SURREALIST INTERPRETATION: As flexible as they are modern, California- 
Western States Life’s policy contracts are being acknowledged with increas- 
ing favor by life insurance buyers throughout the West. Offering Triple In- 


demnity for an automobile fatality . . . unique annuity and conversion 
privileges for single women and for men temporarily uninsurable . . . adapt- 
ability as a supplement or substitute for Social Security Act Income... 
Income Disability ... and A. & H. benefits, their liberal provisions are chal- 
lenged only by the company’s equally modern commission contracts for 
agents. 
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transferred to San Francisco, he desired 
to resign as chairman of the committee. 
He asked that his brother, C. J. North 
of the Metropolitan head office, be 
named as the new chairman. 

Frank L. Jones, vice-president Equit- 
able Society, gave his conception of the 
value of the American College and C. L. 
U. enterprise. The individual company, 
he observed, confines its training to such 
matters as helping the recruit meet ob- 
pections, to give prospecting ideas, and 
to give him suggestions that will “buck 
him up.” However, the American Col- 
lege offers an opportunity to place 
agents in an atmosphere of big ideas and 
to get tham away from stock, deadening 
ideas. It provides mental challenges, re- 
sulting in mental growth. 

The availability of study classes in 
135 communities is exceedingly valuable, 
he said. There is a trend toward the 
four year study program. The study 
classes are increasing. There is a broad 
_—o movement along educational 
ines. 





HEAR OUTSIDE SPEAKER 





The final speaker Tuesday afternoon 
was T. Russ Hill, president of Rexair, 
Inc., of Detroit, an air conditioning con- 
cern. He is a man of evangelistic man- 
ner, and gave an old fashioned pep talk. 

The banquet Tuesday evening was gay 
and colorful. More than 400 attended. 
J. C. Behan was toastmaster. James E. 
Gheen, a professional, was the speaker. 

Several especially interesting speakers 
were heard at the Wednesday morning 
session which was presided over by 
Grant L. Hill, Northwestern Mutual 
agency director and chairman Research 
Bureau executive committee. He pre- 
sented as the first speaker H. H. Steiner, 
secretary Connecticut Mutual. Mr. 
Steiner’s topic was “Does Quality Pros- 
pecting Pay?” His answer was defi- 
nitely in the affirmative. He told of the 
results of a survey of over 21,000 pol- 
icies in which a quality rating chart 
was used. Mr. Steiner was in the field 
for 17 years as both agent and general 
agent and for several years directed the 
agency activities of his company. 

Carl A. Peterson, agency supervisor 
Northwestern National, followed Mr. 
Steiner with an outline of what his 
company has done in the way of mak- 
ing persistency surveys and the signif- 
icance of what they disclosed. 

R. B. Coolidge, superintendent of 
agencies Aetna Life, spoke on “Chang- 
ing Selling Technique.” He said there 
is a pronounced trend in the direction of 
program selling, and discussed certain 
characteristics present in all such plans. 
He explained several of the features of 
the Aetna’s estate control plan, referring 
to it as the most effective recruiting tool 
which the Aetna has developed in re- 
cent years. 


Dr. Gallup Is Heard 


Dr. George S. Gallup, director Amer- 
ican Institute of Public Opinion talked 
on “Research and Public Opinion.” The 
polls which his organization has taken 
on various political and social questions 
during the last two years have been 
widely quoted and read. Dr. Gallup 
spoke interestingly of the political pre- 
dictions which his organization has 
made, and said that next Sunday the 
50 newspapers using his service will 
say that La Guardia will be elected 
mayor of New York and that the C.I.O. 
mayoralty candidate in Detroit will be 
defeated. He explained that the insti- 
tute separates candidates from issues, 
letting those who are questioned vote 
on issues only. 

Dr. Gallup eae there are great possi- 
bilities for research in life insurance. 
He remarked that each year hundreds of 
bills regarding insurance are introduced 
in the various legislatures, most of 
which are designed to curb or restrict 
insurance. Research would reveal why 
so much restrictive legislation regard- 
ing insurance is attempted. Dr. Gallup 
said as a buyer of life insurance he had 


of business where research has been 
conducted, it has been demonstrated that 
it paid salesmen to concentrate on a 
limited group of the best prospects. 

The Wednesday morning session was 
concluded with the reports of Grant L. 
Hill, as chairman executive committee 
of Research Burean, and O. J. Arnold, 
Northwestern National, chairman board 
of directors. 

Wednesday afternoon the convention- 
eers divided into departmentals—sem- 
inars. 

The Thursday morning session fea- 
tured one of those “panel” discussions 
that have swept life insurance conven- 
tions this year. It is modeled on those 
radio broadcasts, where a group of col- 
lege professors, calling each other by 
their last names, undertake to simulate 
an informal conversation on some high 
minded subject. The subject of this par- 
ticular panel was “Recruiting and Se- 
lection.” Chester O. Fischer, vice-presi- 
dent Massachusetts Mutual, functioned 
as chairman. The panelists included: 
F. D. Albritton, Great Southern Life; 
Wallis Boileau, Jr., Penn ‘Mutual; H. T. 
Burnett, Reliance Life; W. Carlisle, Mu- 
tual of Canada; John H. Leaver, Central 
Life of Iowa; J. D. McSpadden, Liberty 
National; M. R. Perry, Phoenix Mu- 
tual; F. F. Weidenborner, Jr., Guardian 
Life; W. F. Winterble, Bankers Life of 
Iowa. 

The concluding feature was a grand, 
inspirational address by G. S. Nollen, 
president Bankers Life of Iowa. It was 
an idealistic, philosophical paper, which 
undoubtedly had an exhilarating effect 
upon his audience. It took the agency 
executive above the realm of surveys, 
factors, figures and percentages, and 
gave him a conception of his work in a 
larger, national sense. Mr. Nollen can 
always be counted on to reach the 
heights. 


AGENCY RALLY NOTES 


One of those red and green stop and 
go light gadgets was installed on the 
rostrum at the meeting of the Research 
Bureau and Life Agency Officers Asso- 
ciation in Chicago this week. Three 
minutes before the scheduled terminal 
point, the speaker was warned by a flash 
of the red light. 


* * * 


In the past, the first session has been 
held Monday afternoon. This year the 
first gathering was Tuesday morning. On 
Monday the directors of both the L. I. S. 
R. B. and A. L, A. O. held forth. Most 
of the convention speakers reviewed 
with the directors the substance of their 
papers, 








* * * 

The attendance was swelled by the 
presence of several actuaries, who de- 
cided to make a week of it, taking in 
the Research Bureau meeting Tuesday 
and Wednesday and that of the Ameri- 
can Institute of Actuaries at the same 
place Thursday and Friday. 

* * 

Sam T. Chase, retired Chicago general 
agent of Connecticut Mutual, rounded 
up a group of former Chicagoans that 
was on intimate terms in former days 
for a get-together Wednesday afternoon. 
Among the party were S. T. Whatley, 
vice-president Aetna Life, and Karl B. 
Korrady, vice-president Illinois Bankers 
Life. 

* * * 
J. C. Behan caused a laugh when he 
said C. I. O. stands for Confused Insur- 
ance Operators. 





“Millionaire” Is Appointed 

W. S. Allen, Jr., a million-dollar pro- 
ducer Northwestern Mutual, in Milwau- 
kee and New York, was appointed 
agent by the Paul Cook general agency 
Mutual Benefit, in Chicago. In a news 
item his name was given as Stickney. 





Necessity Dollars Returned 


No man ever pays premiums with ne- 
cessity dollars. He pays premiums from 
surplus dollars. But the insurance com- 
pany returns dollars that are necessity 
dollars—as a loan in an emergency, as 





been impressed by the waste of time and 
effort in selling and that in other fields 





income in old age, or as support for a 
fatherless family. 


Blood Pressure of 
Vast Importance 
As to Longevity 





Important Joint Paper Con- 
tributed by Two Officials of 
the Prudential 





NEW YORK CITY.—High blood 
pressure is an even more difficult ob- 
stacle to man in his effort to prolong 
human life than has been hitherto be- 
lieved. 

Members of the Association of Life 
Insurance Medical Directors, in annual 
convention heard Dr. L. F. MacKenzie, 
associate medical director of the Pru- 
dential, and Pearce Shepherd, its assis- 
tant actuary, make this disclosure in a 
joint paper. 

These authorities bring to attention 
a little investigated but highly significant 
feature of blood pressure mortality. It 
is the tremendous importance of past 
records of 
among applicants for life insurance who 
are in all other respects standard risks 
at the time of application. Although it 
has been recognized that some consid- 
eration should be given to the earlier 
abnormal readings, nothing like the high 
mortality brought out in this study has 
been anticipated and it now seems prob- 
able that underwriters will tighten their 
rules with respect to this type of risk. 

Many studies of blood pressure mor- 
tality have been conducted in recent 
years by life companies and these have 
made important contributions to medical 
knowledge. Where it was formerly ob- 
served that some persons succeeded in 
living to fairly advanced ages in spite 
of the burden of abnormally high blood 
pressures, these studies have shown con- 
clusively that the chance of doing so is 
materially lessened by the abnormality. 
Blood pressures formerly considered 
normal have been shown to be consid- 
erably higher than the average and the 
average, in turn, has proved to be above 
the best or the pressure of lowest mor- 
tality. 


Subject to Excess Mortality 


That persons showing elevated blood 
pressure at the time of application are 
subject to some excess mortality, de- 
pending upon the degree of elevation, 
has been adequately demonstrated. Suc- 
cessive investigations have emphasized 
that this excess mortality is substantial, 
and that in many cases present ratings 
are inadequate. In fact the more the 
subject is investigated, the more con- 
clusive the evidence against high blood 
pressure ‘becomes. This latest investi- 
tion brings home a fact not heretofore 
appreciated, namely, that any elevation 
of blood pressure, even though not per- 
manent, is likely to presage organic 
changes leading to sudden and early 
death. 

The mortality experience on, the ba- 
sis of which the authors drew their 
conclusions was that of persons insured 
in the Prudential in the years 1920 to 
1935 at standard rates, although present- 
ing some unfavorable blood pressure 
history. Since these persons were taken 
at standard rates they were considered 
normal risks in every respect, including 
that of blood pressure. 

The mortality was found to be defi- 
nitely excessive, at some ages amount- 
ing to as much as two or three times 
the normal. The results taken as a 
whole led to the conclusion that, even 
though the present blood pressure is 
normal, the past record of a pressure 
as high as 150 mm. should call for a 
rating. If the pressure has reached 165 





mm. and the reading at the time of ex- 


excessive blood pressure } 
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C.L.U. NEWs 


PHELPS OMAHA PRESIDENT 


Edward J. Phelps, Jr., Mutual Bene. 
fit, has been elected president of th 
Omaha C.L.U. chapter. Edwin Gould, 
Northwestern Mutual, is vice-presiden; 
and Floyd Miller, Provident Mutual, se. 
retary. , 




























FORM WICHITA CLASS 


A C.L.U.class has been organized jy 
Wichita, Kan., with 12 —— at the 











organization meeting. Levi B. Rymph received 
secretary of the General Agents & Man Beeson, 
agers Association, is to be instructor, Life, Bi 
hotel re 

Follo 

HONOR PRESIDENT VAN WINKLE meeting 

Kellogg Van Winkle, president na i wiler H 
tional C. L. U. chapter, was the gues 
of honor at the annual dinner dance of ny 
the Los Angeles C. L. U. chapter, Presi 
President Van Winkle presented severd Me "Syfo.: 
diplomas. Chairman H. E. Belden, as WF pons, 
sociate manager of Union Central Life HJ tional I 
and R. B. Porter, Provident Mutu “Und 
Life, and F. W. Forker, Pacific Mutu i W: “et 
Life, staged a radio skit cavering a par a 
ody on general agents’ activities. Mri wth R 
Forker was director. Those taking part “Rela 
‘in the skit were C. E. Cleeton, Occiden. 3 Home 
tal Life, as announcer; R. B. Porter af G1. 
K.K.K. Van Twinkle; R. L. Altick, 1 Watt 
E. Belden, Raywood Frazier and Rob- (Ry Crecide 
ert Bogen as agents, and Mrs. Frank WP jax. 
N. Nathan, wife of Frank N. Nathan of 
New York Life, as secretary to Mr. Clini 
Van Twinkle. Mrs. Nathan takes al BR wan ¥ 
the feminine parts in the Amos ’nd and in 
Andy radio programs. Prepar 

~ be mal 
— for the 
DETROIT EXTENSION COURSE : 

The University of Michigan exten- ordi 
sion course cavering Parts 1, 2 and 3 Pres 
of the C. L. U. work, sponsored jointly depart 
by the Detroit C. L. U. chapter and the Disc 
Qualified Life Underwriters’ educational FF retary 
committee, will be given each Tuesday a 
evening from Nov. 2 to May 31. H. H.R "S13, 
Irwin, Massachusetts Mutual, instructor BY paiph 


in life insurance at the U. of M., will > Jacks 


conduct the classes. 





Dan 
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ROCHESTER CLASS ARRANGED 


Under arrangement of the Rochester 
(N. Y.) Life Underwriters Association's 
education committee, headed by Chair 
man John C. Post, classes are to be 
conducted at the University of Rochester 
in preparation for examinations by the 
American College of Life Underwriters. 
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The sessions will be held Tuesday fF Louis 
evenings from Jan. 4 to May 17. W. — servi 
Gumaer, an attorney, will conduct a He w 
class in general commercial law, trusts territ 
and taxes. Instruction in corporation He 
finance, banking and credit will be given plete, 
by Lull, assistant trust officer ton 
Security Trust Company. » With 

with 
Pitts 
amination is even slightly above nor- the “ 
mal, the applicant can be accepted, if Dec, 
at all, only at a substantial rating. as a 

In the investigation of causes of death leade 
it was found that practically all the ex Fecrt 
cess mortality was caused by diseases Lea 
of the heart, arteries and kidneys. It five 
must be remembered that these degen- ports 
erative diseases are closely related to Gon 
blood pressure and that no evidences of cial 
them were discovered at the time the B) , 1 
policies were issued. Hence their im- a 
portance as causes of death adds em- bi 
phasis to the results of the study. = 

The indications, the paper concludes, = 
are that even temporary elevations othe 
blood pressure, sometimes ascribed to City 
nervousness on examination, are evi uy 
dences of the beginnings of. degenera- 
tive disease and must be regarded as R 
serious danger signals. tion 

Ind. 
Asks 3 ‘Cents, Pays $1 had 

Other investments ask a dollar and G. 

promise 3 cents; life insurance asks 3 = 











cents and pays a dollar. 
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Southern Home Office Group 
Program Is Completed 















——__ 


Underwriters to Consider Mor- 


1al Ben, Qe als, Occupations, Persistency at 





tof the irmingham Nov. 12-13 

in Gouli B 

Presiden, 

tual, se. 7 BIRMINGHAM, ALA.—The com- 


pleted program for the meeting here 
Nov. 12-13 of the Southern Home, Of- 
fce Underwriters has been announced 
by President Emmett Russell, Jr. 


anized j A : 

d at es More than 40 registrations have been 
Rymph received so far, according to R. W. 
& Man. Re Beeson, secretary Liberty National 


Life, Birmingham, who is in charge of 


uctor, F : 
hotel reservations and entertainment. 





KLE Following is the program of the 
meeting which will be held at the Tut- 
lent na MM wiler Hotel: 
inet Friday, Nov. 12, Morning 
chapter, President Russell, aims and plans of 
| several the organization. i 
d “Morals in Underwriting,” D. B. Se- 
€n, a MR mons, chief underwriter Lincoln Na- 
ral Life, I tional Life. 
Mutual ‘Underwriting Railroad Occupations,” 
Mutu] W. E. Jones, chief underwriter, Provi- 
x a par. dent Life & Accident. 
s. M ‘Underwriting for Persistency,’’ Ken- 
S- alf, neth R. Miller, Sales Research Bureau. 
ng part “Relationship and Responsibilities of 
)cciden [Home Office and Field Underwriters,” 
orter as G. I. Henson, Fidelity Union Life. 
tick, Le Walter C. Hill, president of Retail 
d Rob. » Credit Company, and Lee N. Parker, 
» president American Service Bureau, will 
Frank IP tatk. 
oa : Afternoon Session 
ces ' Clinical case discussion under Chair- 
: >man Ralph W. Beeson. Both ordinary 
Os ’nd [Rand industrial cases will be discussed. 
' Prepared copies of submitted cases will 
Fs be mailed in advance to those registered 
| for the meeting. 
Bs 
wah v Saturday, Nov. 13, Morning 
and3) Ordinary Round Table — Chairman, 
taint ae Clarence Egdorf, manager new business 
Joinuy department Protective Life. 
nd the Discussions led by M. S. Niehaus, sec- 
ational retary Gulf States Life, and by W. K. 
uesday B Critz, manager underwriting depart- 
H. HO ment, Lamar Life. 
ructor : Industrial Round Table—Chairman, 
rT - Ralph W. Hicks, secretary Standard Life, 
+» Wi 3 Jackson, Miss. 
hg 
& 


’ Danforth Assistant Manager 





Will Be Right Hand Man of Frank 
Vesser in St. Louis Department of Re- 


liance 





' L. Douglas Danforth has been ap- 
» Pointed assistant manager of the St. 
= Louis department of the Reliance Life 
» serving under Manager Frank Vesser. 
| He will have complete charge of Illinois 
territory comprising 52 counties. 

: € is a native Missourian and com- 
| pleted his college education at Washing- 
ton & Lee University of Lexington, Va. 
With a background of sales experience 
with the American Window Glass Co. of 
> Pittsburgh, he entered insurance with 








being a relative of W. H. Danforth, 
chairman of the board of the Ralston 
Purina Co., who is also a member of 


not- B= the Travelers in St. Louis in 1933. On 
d, if BR Dec. 31, 1936, he went to Reliance Life 
-) 48 a district manager. He has been a 
leath B ‘eader in personal production as well as 
ex- BF fecruiting, having qualified for the June 
ases “Leaders” convention during his first 
It B five months with Reliance. Latest re- 
gen- [ Ports show his October personal produc- 
| to he ton was close to $50,000. He has spe- 
s of g cialized in estate analysis and planning. 
F) He comes from an insurance family, 

im & 

= 





des, the board of the New York Life. An- 
of other relative is Col. D, R. .Bonfoey, 
to — Manager for the Travelers -:in Oklahoma 
evi fee City. 
ra- 
a R. D. Neville, 30, manager of the Na- 


~— Life & Accident at Fort Wayne, 
~_ died there from pneumonia. He 
ad been manager there for four years. 














Get results by readin 
g The Heart De- 
gies by Bertram Brownold. $1.50. Order 
om The National Underwriter. 


ind 
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R. A. TAYLOR 


R. A. Taylor, who was elected vice- 
president of the Life Office Management 
Association at its recent annual meet- 
ing in Chicago, is assistant comptroller 
of Sun Life of Canada with general su- 
pervision of branch offices. He was 
elected a director of the Life Office 
Management Association in 1933, be- 
coming second vice-president in 1935 
and then vice-president just a few weeks 


ago. 
He was born at Bickerton, Nova 
Scotia. In 1915, he served in a secre- 


tarial capacity to James C. Tory, who 
was then general manager of agencies 
of Sun Life. 

In 1917 he became connected with the 
agency department of that company. 
After serving in the war he re-entered 
the agency department and later was 
transferred to the accounting depart- 
ment. In 1930, he was appointed assist- 
ant chief accountant and in 1934 assis- 
tant comptroller. 








Stock Slump Demonstrates 


Worth of Life Insurance 


PHILADELPHIA—The stock mar- 
ket slump showed clearly life insurance 
is “a good investment,” W.' M. Duff, 
president and manager E. A. Woods 
Company, Pittsburgh, told the October 
meeting of the Philadelphia Associa- 
tion of Life Underwriters. Mr. Duff, 
who carries $500,000 life insurance, said 
his first policy, $2,500 20-payment life, 
kas cash value thrice the amount he 
paid. 

“If we purchased real estate,” he said, 
“and sold it later for three times the 
purchase price, we would think we were 
sharks as investors. And yet we can 
do that very thing every day in the year 
with life insurance.” 





Word of Encouragement 


He said any man or woman of aver- 
age intelligence could make a success 
of life insurance selling, could secure a 
living income and be able to enjoy life. 
The life agent, he said, should be a fac- 
tor in his community. The business can 
be made to provide a competence for 
the agent’s old age. 

Three rules for success were given by 
Mr. Duff: (1) A firm belief in what 
life insurance can do as evidenced by 
what the agent has done in his own life; 
(2) work conscientiously; (3) strive to 
improve. He said he valued his insur- 
ance so much because of the way it was 
programmed, in that respect, preferring 
life companies to trust companies. He 
said he knows, rather than merely be- 
lieves or hopes, that his wife and chil- 
dren will get a monthly income for life. 
He gave a picture of his own life in- 





surance program—endowment policies 
for his children payable when they be- 
come 18, Christmas policies, wedding 
anniversary policy, gift to church on its 
100th anniversary, money to the Woods 
Company to buy out his stock at his 
death, policies on the children (started 
with annuities when they were born and 
changed to endowments when they 
were 9; wife insured for $1,000; policies 
for philanthropic purposes. 

“T feel,” remarked Mr. Duff, “that my 
life problems ‘have been pretty: well 
solved by my life insurance principal.” 
He uses his program in soliciting and 
suggested that all agents do likewise. 
If their program does not warrant such 
use, it should immediately be revised 
upward. 

Other suggestions were to take some 
one ta lunch twice a week, to use the 
term option policy, to do joint work. 

“People want to buy more life insur- 
ance,” he said, “but you have to sugar- 
coat the pill. We don’t put enough art 
into the business. How many of us 
just stumble into a fellow?” 

At the fall sales rally Nov. 15, A. E. 
N. Gray, assistant secretary Prudential, 
will be a speaker. 





Tobin City Loan Manager 
H. J. Tobin has been appointed man- 
ager of city loans by the Northwestern 





Mutual Life. He has been in the mort- 
gage loan department at the home office 
in Milwaukee since July, 1934, and be- 
came assistant manager of city loans in 
May, 1936, under Karl J. Probeck. Mr. 
Tobin attended the University of Chi- 
cago and graduated from Kent law 
school in 1925. He was with the real 
estate departments of Standard Oil of 
Indiana and of Montgomery Ward & 
Co. before joining Northwestern Mutual. 


Beats the Company Record 


R. E. Sanders, San Diego, Cal., agent 
for the Business Men’s Assurance, set 
an all time record for that company in 
August by paying for $250,337 of life 
insurance. The previous high record 
‘was set by W. T. Grant, president, when 
he paid for $219,000 in February, 1930. 
Mr. Sanders’ production for the year is 
$470,902 of life insurance, and he is lead- 
ing other B. M. A. salesmen by a wide 
margin for the presidency of the Life 
Club. Mr. Sanders leads the Grant 
Club for the year ta date, and was sec- 
ond biggest producer for the entire com- 
pany last year. 





How te Win Friends and Influence 
People—by Dale Carnegie. $1.96. Order 
from The National Underwriter. 





Read The Industrial Salesman, $1 a 
year. 420 E. Fourth Street, Cincinnati. 





QUALITY 


ASSETS INCREASED . 


Increase 


Increase 


years. 


INSURANCE 
EXCEEDS 


ASSETS EXCEED 


Edward B. Raub 
President 





and SAFETY, FIRST 


During its almost one-third of a century in business, the 
INDIANAPOLIS LIFE INSURANCE COMPANY has constantly 
adhered to the original pledge of the Company "To Keep 
QUALITY, SERVICE and SAFETY, FIRST." 


The substantial, well-rounded growth of the Company, 
through the years, attests the wisdom of this course. 


A REMARKABLE SEVEN YEAR RECORD 


During the years from 1929 to 1936—a period fraught with 
difficulty for many financial institutions, the INDIANAPOLIS 
LIFE INSURANCE COMPANY established an enviable record 


among the many fine records made by Insurance Companies. 


Assets, December 31, 1929... .$10,455,621.25 
Assets, December 31; 1936... . 


SURPLUS INCREASED 
Surplus, December 31, 1929....$ 647,030.55 
Surplus, December 31, 1936... . 


In addition to these gains, the Company paid $11,314,- 
144.58 to policyholders and beneficiaries during these 


IN 1936—The Indianapolis Life Insurance Company was among 
the TOP TEN Companies with a Hundred Million or more 
in force in percentage of gain in insurance in force. 


IN 1937—The gain of insurance in force for the first nine months 
exceeds the same period in 1936 by 32%. 


IN FORCE NOW 
insouto $104, 100,000.00 


INDIANAPOLIS LIFE INSURANCE COMPANY 


INDIANAPOLIS, INDIANA 


SERVICE 


78.4%, 


18,649,487.22 
8, 193,865.97 


89.8%, 


1,228,580.25 
581,549.70 


20,000,000.00 


A. H. Kahler 
Supt. of Agents 

















THE NATIONAL UNDERWRITER 





October 29, 1 

















Epitrorr1at CommenrT 








- 


Effect of the Stock Market Recession 


Any downward stride in the stock 
market has its advantages and disad- 
vantages to the life insurance solicitor. 
In the first place, a reversion as we have 
experienced, during the last few weeks 
in prices of shares is always used as an 
excuse for not even considering life in- 
surance when a salesman approaches a 
prospect. He may not have had a thin 
dime in the market and yet it is a can- 
venient method of silencing any further 
conversation on life insurance. The 
prospect may feel in his best judgment 
that he needs the protection and yet the 
stock market flurry is so convenient a 
reason for not considering it at that par- 
ticular moment that he cannot pass it 
by. Therefore a solicitor feels in case 
of a revulsion in the stock mavket that 
he is called upon to waste much time in 
going from man to man because in most 
cases the excuse that one has been flat- 
tened out in the stock market is a popu- 
lar one. 

The big advantage in a sharp decline 


in the stock market is the opportunity 
it gives the salesman ta stress the sta- 
bility of life insurance, its security, the 
fact that it is not affected by the winds 
that seem to have so much influence 
over the stock market. A man may have 
lost considerably. He may be rather de- 
spondent. Yet his mind should be 
turned to the more substantial, durable, 
permanent forms of investment. The 
best of this kind, of course, is life insur- 
ance. Many persons after suffering a 
severe loss appreciate what life insur- 
ance does. Its stock, so to speak, never 
goes up and never goes down. It al- 
ways Stays at par. 

Buttressed by life insurance a man 
can feel secure and if he has extra sur- 
plus then he can dabble in the stock 
market. However, his foundations 
should not be impaired. It is a tragedy 
when one loses his life insurance sav- 
ings fund to meet his stock market 
speculations. That exchanges security 
for insecurity. 


Life Insurance Man with a}Poet’s Soul 


Last week there passed beyond the hills 
in Cedar Rapids a beautiful and artistic 
spirit, Jay G. Siemunp, who had been vice- 
president of the Cepar Rapips Lire and 
more recently since the absorption of that 
company by the Unitep Benerit LiFe of 
Omaha, general agent of. the MINNESOTA 
Mutua Lire in Cedar Rapids. 

Mr. SIGMUND was a man of superior 
mold. He had the poetical instinct and 
wrote verse that welled up from the 
streams of his heart from perceptions 
and impressions that came to him 
through an acute observation of nature 
in her varied forms. He loved the great 
open spaces of Iowa, the countryside, 
ithe waving grain, the tall corn, people, 
the bucolic environment and activities, 


the folks who are not sophisticated and 
who are quite natural. He cut through 
artificiality to the core of things. 

Those who came in contact with him 
appreciated that very kindly, amiable, 
gentle soul and when he waved his hand 
in farewell there was lost in physical 
form a man who had gladdened hearts 
and brought solace to many in time of 
trial and difficulty. His voice reached 
beyond his native heath and it always 
had a comforting influence. 

Jay SicmMuNpD captured the song of the 
lark and cardinal, the tint of the rose, 
the shimmer of a passing cloud, and re- 
created them in verse whose spirit glori- 
fied nature in all beauteous forms and 
expressions. 


The First Hundred Thousand of Business 


Success of the ProvipentT Mutua 
Lire with its system of getting as. many 
of its agents over the $100,000 mark as 
early in the year as possible is of par- 
ticular interest in view of the widespread 
realization that probably today’s most 
acute current problem is helping the mar- 
ginal producer pull himself up into the 
ranks of agents who are firmly estab- 
lished in the business and making a decent 
living. A minimum -mark of $100,000 
may not look like much of a target to 
shoot at and it is true that an annual pro- 
duction of $100,000 does not permit of 
a very fancy scale of living. At the same 


time it serves to emphasize the fact that 
all too few life insurance agents succeed 
in achieving even that modest degree of 
success. 

Fixing of some concrete standard of 
what constitutes passable success in life 
insurance selling, even at so unpreten- 
tious a level as $100,000, has a degree of 
salability to agency forces that makes it 
more practically useful than setting a 
higher standard with the idea that an 
agent could feel he was doing pretty well 
even if he fell short of the goal. Another 
angle is that such a moderate standard 
assumes that everybody is going to make 





the grade, the only question being how 
early in the year. There is no waiting 
around and then trying to make an im- 
possible quota in the last few months of 
the year. Men are qualifying almost 
from the very start of the club year. Re- 
ports that this or that agent has made 
his $100,000 minimum keeps alive the 
interest of everyone else in doing like- 
wise. 

Even. for the agent who fails to make 


the $100,000 quota the effect cannot fy 
but be of assistance—to the agent ; 
being made to feel that his sales methggl 
need revamping and to his manager , 
general agent in having a receptive ¢ 
ciple to deal with. 

Agency Vice-President W. K. Wis, 
the ProvipeNT MUTUAL is to be congry! 
ulated on trying out the $100,000 measy. 
ing stick and in proving its comple 
practicability. 

















PERSONAL SIDE OF BUsINEss _ 





D. C. MacEwen, vice-president Pacific 
Mutual Life, who is attending the meet- 
ing of the Life Agency Officers Associ- 
ation in Chicago this week, is on an ex- 
tended trip. He will visit a number of 
eastern agencies before returning home 
about the middle of November. 





H. F. Wooster, general agent Fidelity 
Mutual Life at Albany, N. Y., is one of 
the five group chairmen conducting the 
subscription effort of the Albany Com- 
munity Chest. Among the divisions un- 
der Mr. Wooster’s direction is the insur- 
ance group. 





Dr. George A. Van Wagenen, medical 
director of the Mutual Benefit Life, who 
has just passed his 92nd birthday, spends 
the greater part of his time at his winter 
home in Florida. Although Dr. Van 
Wagenen still holds the title of head of 
the medical department, which he has 
‘been connected with for 50 years, he has 
been inactive for 10 years. 


President Edward D. Duffield and 
Franklin D’Olier, vice-president of the 
Prudential, are heading a drive to raise 
a fund of $7,750,000 among Princeton 
University alumni to build and endow 
a new library and school of public af- 
fairs and international matters and to 
create scholarships at the uniiversity. 








Frank A. Knapp, 72, vice-president 
and chairman of the executive commit- 
tee of the Ohio State Life, died at his 
home in Bellevue, O. Mr. Knapp joined 
the Ohio State Life as a stockholder 
soon after it was organized 30 years 
ago. He had been a director for 28 
years and several years ago served as 
acting president for several months. He 
was active in banking and telephone cir- 
cles and was one of the leading laymen 
in the American Lutheran church. 





I. N. Hill, formerly Peoria manager of 
the Travelers, is now living in South 
Bend, Ind. While on some insurance 
business in the railroad yards of his 
home city he met with an accident, one 
leg being severed above and the other 
below the knee. Luckily, Mr. Hill not 
only sold but bought insurance and his 
“mae net him about $525 a month for 
ife. 





Walter C. Temple, Texas superintend- 
ent of agencies for the Ohio National 
Life, was elected an active member of 
the supreme council of the 33rd degree 
Scottish Rite Masons at the annual meet- 
ing in Washington. Mr. Temple has 
headquarters in Dallas. In 1921 he was 
named state agent for the Ohio National 
Life and is one of its biggest producers. 
J. H. Stewart, Jr., vice-president of the 
Farmers & Bankers Life, was elected 








to the 33rd degree and J. H. Jom 
Equitable Society, Wichita, Miceivel ‘th 
knights commander degree. 





For the past several weeks the Sout. 
land Life has had a sign in the lobby ¢ 
the Plaza hotel, San Antonio, announ. 
ing its convention to be held there Og, 
25-27, which has resulted in favorahk 
publicity for the company and consider. 
able correspondence with the home offic 
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John Boyle, Chicago general agent ¢ 
the Minnesota Mutual Life, has nr 
turned from a visit to his birthplace iy 
Loughfad, Clooney, county Donegi 
He visited his mother who is now 5:, 








Frank L. Barnes, agency vice-pres: 
dent, Ohio State Life, has been electe 
a director of the Brookside County 
Club at Columbus. 





Miss Alberta Stutsman, secretary o 
the direct mail and sales promotion bu 
reau of the E. Lackey agency o 
the Massachusetts Mutual Life, spok 
before al group of women in the audi- 
torium of radio station WWJ in Detroit 
on “Advertising as a Career for 
Women.” 





Will O. Ferguson, associate gener} 


agent for Penn Mutual Life at Los Ar 
geles and formerly a general agent fo 
a number of years, died after an illness 
of several months. Hel had been with 





the Penn Mutual 40 years. Mr. Fer 
guson was born in Evansville, Ind. 
Arwood Henderson, for the past 


three years field assistant of the J. J. 
Harrison agency of the Union Centra 
Life at Little Rock, who has_ been 
just appointed manager at Lexington, 
Ky., is the sixth Little Rock man to 
become a Union Central manager in ar- 
other state within the last six years 
The others are G. C. Harrison of Seat: 
tle, W. R. Harrison of Houston, J. W. 
Rivers of San Francisco, E. E. Best of 


/Omaha, and J. W. Cooper of Lincoln, 
Neb. 





George Godfrey Moore, president Na- 
tional Reserve Life of Topeka, Kan., hit 
the front pages of the newspapers in his 
section when it became known that 
“Lady Jane,” his horse brought the pre- 
mier championship of the Americaf 
Royal horse show back to the Missouti 
Valley. “Lady Jane” won the $3,000 
championship stake for five-gaited saddle 
horses and the Kansas City “Star” chal- 
lenge trophy. 





Just returned from a six weeks’ tour 
of the United Kingdom, A. N. Mitchell, 
vice-president and general manager of 
the Canada Life, reports an unfavorable 


— 
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mpression about Canada growing there, 
ye to policies of the Alberta govern- 
ment, exaggerated reports of drought, 
id several other factors for which Ca- 
dans themselves are partly respon- 
‘ble, Business of the company in Brit- 
in showed improvement this year, he 


stated. 











of 





Arthur E. Lee, 76, former Arkansas 
eneral agent of the Equitable Society 
end in later years assistant agency man- 
ager, died at his home at Little Rock. 
He was appointed Fort Smith district 
anager of the Equitable in 1902 and 
4s advanced to Arkansas general agent 
in 1912. 
























Depew Head, district manager Equi- 
able Society, Columbus, O., has been 
lected lieutenant governor of the fifth 
jivision Of Kiwanis Clubs. 












After a lingering illness, Archibald 
Adams, cashier at the home office of the 
Equitable Society, died Oct. 20 in For- 
et Hills, L. I. He entered the employ 
of the Equitable as a clerk in the audi- 
tors department in 1898, rising through 
various positions to the metropolitan 
cashier’s office. On Jan. 1, 1908, he was 
appointed assistant cashier at the home 
ofice, and in 1928 cashier. 





C. A. Macauley of Detroit, state agent 
John Hancock Mutual, has just cele- 
brated his 39th anniversary with the 
company. He has headed the Detroit 
agency since 1923. His son, Warren T., 
Fis now associate general agent. 

When the Life Underwriters Council 








‘was formed several years ago as a 
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‘liaison group between the life insurance 
F interests of the state and the Michigan 
‘department, Mr. Macauley was made 
chairman. He is now serving his fourth 
year as chairman of the council, which 
has done much to clean up the evils of 
the business and to place it on a higher 
ethical and professional plane. He 
© headed the Detroit Association of Life 
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>) Underwriters in 1933. 


M. O. Solberg, Eau Claire, Wis., gen- 
eral agent Mutual Trust Life, was hon- 
ored at a meeting of his agency staff 
attended by Vice-president A. B. Slat- 
' tengren from the home office. The oc- 
~ casion was Mr. Solberg’s 20th year with 
the company. Other visitors were Gen- 
eral Agents O. I. Hertsgaard of Min- 
neapolis and, Walton Murat of Stevens 
Point, Wis. 
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John B. Stratford, Alabama manager 
for Equitable Society, died in a hospital 
in Birmingham after a short illness. He 
was 44 years of age. He had been in the 


» insurance business since 1911. 





Edward Hutchings of Perry, Fla., 35, 
general agent American United Life for 
anumber of north Florida counties, died 
from a sudden heart attack. 





that 3 Burial Association Qualifies 
pre LANSING, MICH.—Only one burial 
rican benefit association, the Pilgrims Mutual 


Aid of Detroit, has so far qualified un- 


ke der terms of the 1937 act, effective Oct. 
» °9, which requires that these organiza- 
| tons come under supervision of the in- 


| Surance department. Some 300 of these 
» associations, operating in the past under 










department of state charters and with 
ittle or no actual supervision, have been 


| notified of terms of the new law. It is 


conceded that possibly a majority of 


| this number are unaffected as the attor- 


ney general has held the terms, includ- 
mg a $2,500 cash deposit, do not apply 
tore eanizations having fraternal fea- 
_A temporary authorization for comple- 
tion of organization by the proposed 
Western Union Mutual of Detroit has 
fen issued by the Michigan depart- 
aa. The new burial benefit outfit is 
bie formed by officers of two colored 
— benefit associations, the Douglas 
: utual Aid and the Metropolitan Mu- 
ual Aid, both of Detroit. Directors are 
c E. Thomas, Wilson Lovell, E. A. 
arter, S. H. Thomas and H. A. White. 

















LIFE AGENCY CHANGES 





Whitehurst to Bankers Life 


Becomes Manager in Fort Worth, 
Tex., for Iowa Company—Formerly 
with Pan-American 








The Bankers Life of Iowa has ap- 
pointed Troy N. Whitehurst as agency 
manager in charge of its Fort Worth, 
Tex., territory. W. L. Leavy, former 
en: 





TROY N. 


WHITEHURST 


agency supervisor in charge of the Fort 
Worth office, has returned to the field 
as a salesman in the Fort Worth agency. 

Mr. Whitehurst has been district man- 
ager at Fort Worth for the Pan-Amer- 
ican Life since Jan., 1934. He had pre- 
viously been assistant district manager 
of the same company’s east Texas terri- 
tory. A native of Fort Worth, he at- 
tended Southern Methodist University 
and received his master’s degree in 
business administration from Harvard 
in 1926. 





Parish Is Group Supervisor 


Alonzo N. Parish, who was life manager 
Travelers at Springfield, Mass., has been 
made district group supervisor in charge 
of Atlanta, Knoxville and Nashville with 
headquarters at Atlanta. 

Allan W. Mansfield, formerly assis- 
tant manager at Hartford, succeeds Mr. 
Parish in Springfield. 

William M. Locke, who was assistant 
manager of the Travelers at Omaha, will 
become a district group supervisor. His 
territory will include those covered by 
the company’s branch offices at Cincin- 
nati and Indianapolis. His headquarters 
will be at Cincinnati. 





Occidental in Cincinnati 

Isaacs & Bernstein, Cincinnati, who 
have hitherto done only a life insurance 
brokerage business, have been appointed 
general agent for five counties in south- 
eastern Ohio for the Occidental Life of 
California. Max Abrams, formerly as- 
sistant manager of the Metropolitan in 
Cincinnati, is manager of the life de- 
partment. Mr. Abrams has several years 
sales experience in life insurance and was 
previously with the National Cash Reg- 
ister Co. He is a graduate of Ohio State 
University. Development of the Ohio 
territory is part of the company’s exten- 
sive expansion program and the Occi- 
dental now has about 18 general agen- 
cies and a branch office in that state. 





Rhodes to Union Central 


J. M. Rhodes, former manager of the 
General American Life in Detroit, has 
joined the Detroit branch of the Union 
Central Life as assistant manager under 





State Manager Will S. Reeve, whose 
territory covers eastern and northern 
Michigan. 

Mr. Rhodes has been in the business 
there 16 years, starting with the New 
York Life as producer and later becom- 
ing agency organizer. In 1927 he was 
appointed state manager of the North 
American Life of Toronto and two years 
later was named general agent af the 
Mutual Trust Life. In 1932 he joined 
the Prudential ordinary agency as assis- 
tant manager in charge of brokerage 
business, in 1935 becoming manager for 
the General American. 





Hertz to Michigan 


Sam F. Hertz, formerly of the Bruce 
Parsons general agency of the Mutual 
Benefit Life in Chicago, has been trans- 
ferred to the Raleigh R. Stotz general 
agency of Grand Rapids as field super- 
visor for eastern Michigan with head- 
quarters at Flint. Mr. Hertz has been 
with the Mutual Benefit for 16 years 
and was a weekly producer for over 10 
years. He has been at the home office 
getting special instructions. 





Brownlee Made Supervisor 


L. S. Brownlee, in life insurance in 
Pittsburgh for nine years, has been ap- 
pointed supervisor of the S. E. Webster 
agency of the Provident Mutual Life. He 
was the first executive secretary of the 
Pittsburgh Life Underwriters Associa- 
tion. 


Maclver Goes to New York 

_ K. S. Maclver, formerly special agent 
in the Newark ordinary agency of the 
Prudential, has been promoted to assist- 














New Toronto Manager of 


Great West Life 

















J. B. NETTELFIELD 


J. B. Nettelfield has been appointed 
manager of Toronto branch No. 2 of 
Great-West Life, succeeding C. C. Mar- 
tin, who has become superintendent of 
agencies Northern Life of Canada. 

Mr. Nettelfield joined the company 
several years ago as an agent in this 
same branch. He produced over $250,- 
000 of new business his first year. About 
a year ago he was promoted to super- 
visor and, notwithstanding these addi- 
tional duties, he has continued a sub- 
stantial new business production, hav- 
ing consistently qualified each month for 
the honor roll. 

Two Great-West branch managers in 
Toronto within the past month have be- 
come superintendents of agencies. The 
first was H. A. H. Baker, who is now 
superintendent of agencies of Great- 


West Life. 





Uke Have an 


INCOME -PRODUCING 


OPPORTUNITY 
FOR YOU, 100 





MARCEL DREYFUS BUILT HIS 


COMMONWEALTH LIFE AGENCY 
TO A $1,500,000 ANNUAL BASIS 
IN ONLY FIVE YEARS AT 
YOUNGSTOWN, OHIO 


The Steel Mills and Banks were 
closed in 1932 when Mr. Dreyfus 
opened his Commonwealth Life 
Agency. Even the insurance com- 
pany was unknown in his city. 
These would seem to be crushing 
handicaps to most persons. But he 
knew that there was one great fac- 
tor in his favor—the support which 
Commonwealth Life gives its men 
to build profitable agencies — 
quickly. 









You can climb just as 
high with this helpful, 
growing company. For 
full details write 


J. HERBERT SNYDER, 
VICE-PRESIDENT 


MANAGER OF AGENCIES 


COMMONWEALTH 
LIFE INSURANCE COMPANY 


Home Office - LOUISVILLE, KENTUCKY 
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ant manager of the Knickerbocker 
agency in New York City, where he will 
have charge of the development of the 
agency’s full time staff. Before leaving 
Newark, he was tendered a farewell 
luncheon. 


Moyes Gets Promotion 


William R. Moyes has been promoted 
from special agent to assistant general 
agent in Rochester, N. Y., for the Mas- 
sachusetts Mutual Life. He succeeds 
Charles H. Schaaff, who was made gen- 
eral agent in Syracuse. 


Benson Reopens North Dakota 


Frank L. Benson, formerly in charge 
of North’Dakota production for the Se- 
curity Mutual Life of Nebraska, has re- 
turned to that post. The agency was 
closed several years ago after several 
seasons of crop failures. 


Midwest Names Two 


The Midwest Life has appointed Vir- 
gil Blackledge, general agent at Des 
Moines in charge of three central Iowa 
counties. W. J. B. Long is named gen- 
eral agent at Enid, with four north cen- 
tral Oklahoma counties. 


Braden Named at Kearney 


William Braden of Hastings, Neb., 
has been appointed general agent at 
Kearney, Neb., for the Security Mutual 
Life af Nebraska. He was formerly 
with the Bankers Life. 


Thomas to Little Rock 


C. M. Thomas, Jr., home office group 
department representative of the Aetna 
Life, has been transferred from the 
Houston office to Little Rock, where he 
will be associated with the Gordon H. 
Campbell agency. 


Ward Named in Illinois 


The Kansas City Life has appointed 
Perry B. Ward general agent at Mat- 











toon, Ill., with jurisdiction over 46 cen- 
tral Illinois counties. He was formerly 
in Indiana with the Kansas City Life. 


Cooper Assistant Manager 


J. S. Cooper, for some years one of 
the largest personal producers of the 
Northwestern Mutual in Detroit, has 
been appointed assistant manager of the 
Detroit branch of the North American 
Life of Toronto under State Manager 
D. G. Neuber. 








Ed Worth, former supervisor in the 
San Francisco office of the Occidental 
Life of California, has joined the Cali- 
fornia-Western States Life as unit man- 
ager in the Grover Nissen agency at San 
Francisco. 





Sam Keating, representing the Busi- 
ness Men’s Assurance at Atchison, Kan., 
has moved his headquarters to 314 Capi- 
tal Building & Loan building, Topeka, 
but will continue to supervise the north- 
east Kansas territory. 





Argentina Visitors 


Question—I read in your paper that 
some life insurance investigators were in 
this country from Argentina looking 
over the situation. Can you tell me 
where I can get in touch with them? 

Answer—You can reach Mauricio 
Pages and Horacio Mascarenhas at La 
Continental, Av. R. Saenz Pena 555, 
Buenos Aires, Argentina. It is our im- 
pression that they have gone back to 
Argentina. However, it might be worth 
while to send a carbon of your letter to 
148 East 48th street, N.Y.C., where they 
were staying when they were in New 
York City. It was their intention to 
travel around the United States during 
the summer and return to Buenos Aires 
in the fall. In case they are still in the 
United States, their New York City ad- 
dress probably have forwarding instruc- 
tions. 





J. D. Edmundson, 52, well known Co- 
lumbus, O., agent of the Acacia was 
badly injured in an automobile accident. 
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Tenth Anniversary 


October, 1937 


HE record of our first ten years of service is recognized as one of 
Upon this anniversary occasion, we extend our greetings to our asso- 
ciates in the life insurance fraternity and our thanks for their cooperation 


—to the steadily increasing number of Bankers National policyowners, 
our appreciation of their confidence which has helped make this growth 
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Montclair, N. J. 














Made Madison Manager 
by North American Life 








M. J. FRYE 


M. J. Frye of Madison, Wis., who 
has been connected with the office of 
Great Northern Life there for some 
time, has been appointed manager at 
Madison for North American Life of 
Chicago. He is regarded as a most suc- 
cessful life insurance man. He has been 
17 years in the business. 








INDUSTRIAL 


Robinson of Prudential in 


30th Year Celebration 








R. J. Robinson, superintendent of the 
Kearny district in Newark, was honor 
guest at a dinner celebrating his 30th 
year with the Prudential. Several home 
office supervisory officers attended. A 
business meeting was held in the after- 
noon. Mr. Robinson joined the Pruden- 
tial as agent in the Harrison district in 
1907, four years later became an assis- 
tant superintendent there and in 1916 
was promoted to superintendent. He 
was transferred to Kearny in 1929. Thus 
he has served for 30 years in the one 
community. He has been active in civic 
affairs. 

F. H. Schulze, assistant secretary; 
W. A. Mason, supervisor, and J. G. 
Carpenter, division manager, attended, 
as well as a number of superintendents 
and many agents. 


Stimulate Industrial Production 


The Santa Fe National Life of Albu- 
querque has appointed A. B. Knox as 
home office special representative in 
New Mexico. He was the senior agent 
for the company in the Las Vegas area 
and made an enviable record in indus- 
trial insurance. As special representative 
he will promote the production and effi- 
ciency of industrial representatives 
throughout the state. 


Des Moines Man Monoxide Victim 


F. X. Migneault, 37, assistant super- 
intendent of the Prudential in Des 
Moines, was found dead in the garage 
of his home. An autopsy revealed he 
had suffered a heart attack while work- 
ing on his car and died from carbon 
monoxide poisoning. 





Harry Ellis, leading producer of the 
C. W. Peterson agency of the Phoenix 
Mutual Life in San Francisco completed 
his 200th consecutive week of produc- 
tion. He was honored by his associates 
in a surprise presentation of a hand- 
some desk set. 
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State Mutual Regional Meet 


Home Office Men Will Have 
ferences at Cincinnati and San Anto;; 
with Field Men 
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Headed by President Chandler By. 
lock, four members of the State Mutu 
Life home office will make an east-weg 
swing, holding two regional meeting 
and attending several other agency sq. 
sions. Accompanying Mr. Bullock yi 
be Stephen Ireland, vice-president anj 
superintendent of agencies; J. H. Ete 
son, assistant superintendent of agen. 
cies, and Field Assistant E. R. Walker, 
Morris Edwards, president Cincinnati 
chamber of commerce, will address th 
seven-agency regional meeting in tha 
city Nov. 8-9. General Agent Lee 8. 
Scheuer of Cincinnati will be host t 
visitors from Dayton, Columbus, To. 
ledo, Cleveland, Indianapolis and Louis. 
ville. Mayor Wilson of Cincinnati will 
be toastmaster at the banquet. 

Following this meeting the home of. 
fice men will stop over Nov. 10 to at 
tend a one-day session of the St. Loui: 
office as guests of General Agent W. H, 
Van Sickler. San Antonio has been 
chosen for the second regional, to be 
held Nov. 12-13 for members of four 
offices in Texas. Virtually all agents 
from Dallas, Houston and! Fort Worth 
will attend. They will be guests of Gen- 
eral Agent W. S. Symonds. 

President Bullock will be first speaker 
on both regional programs, on “New 
Horizons.” Each general agent and a 
number of agents will give short talks F 
on their specialties, and following each P 
regular session on the program there f 
will be sales clinics with a wide range | 
of subjects for general discussion. 

Descriptions of the home office part 
in State Mutual’s sales program will be | 
outlined from different angles.  Pre- | 
ceded by Mr. Ireland, who will sum- | 
marize the theme with a talk on “Our | 
Company,” Everett Walker will present [7 
the solution of “How to Live on %4 PF 
Hours a Day.” Mr. Eteson, the final ¢ 
home office speaker, will talk about 
“Today’s Saies Problems.” 










Feeley Has Sales Congress 


The Grand Rapids, Mich., general 
agency of Union Central Life held an 
all-day sales congress with these home 
office representatives: R. S. Rust, sec- 
retary; Dr. W. O. Pauli, assistant med- 
ical director, and H. P. Winter, assistant 
superintendent of agencies. William T. 
Feely is manager. 


Midland Mutual’s 1938 Cruise 


The Midland Mutual Life’s anniver- 
sary convention will be held on the 
steamship “South American” out of 
Cleveland, July 24-31, 1938. The party 
will visit Buffalo, Niagara Falls, Mack- 
inac, Chicago and Detroit. Indiana, IIli- 
nois and Iowa representatives will joim 
the group in Chicago. 








Youngquist Agency’s Meeting 
Under the direction of S. L. Young- 
quist, general agent, the Columbus, O. 
agency of the Northwestern Mutual Life 
held a meeting there with representa- 
tives from 23 counties in attendance. 
Urban Poindexter, assistant director 0 
agencies, represented the home office. 





Lynn Visits Old Territory 
The central-southern Kansas general 
agency of the Massachusetts Mutual 





D 


i 





held an agency meeting in Wichita, at 
tended by Arthur D. Lynn, assistant 
director of agencies. Mr. Lynn, who 
was general agent in that territory 
before going to the home office some 
months ago, spent the week end mm 
Wichita with his successors, A. N- 
Booth and Morris McCready, and vis- 
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ed a few other agencies before return- 
g to Springfield. 





J Life Convention 


Girard Life is having its agency con- 
ention Jan. 20-22 in Atlantic City. 


ome Office Men at Columbus 


The Columbus, O., agency of the 
Massachusetts Mutual Life, of which F. 
4 Lichtenberg is general agent, held its 
yl meeting this week. 
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cluded Lloyd Mallon, agency assistant 
and Lewis Levinson, assistant actuary, 
from the home office, and Burt F. 
Wulfekoetter of Cincinnati. 


Occidental’s Ohio Meeting 


A two-day meeting of the Columbus, 
O., branch of the Occidental Life was 
held there with V. H. Jenkins, vice- 
president in change of agencies, in at- 
tendance, together with other officials 
from the home office. C. Y. Coley is 
manager of the Columbus agency. 


Amthor Conducts Detroit Parley 


Franklin R. Amthor, educational di- 
rector of Equitable Saciety, is conduct- 
ing a five-day sales meeting in the Rob- 














ert M. Ryan agency in Detroit with 
about 50 agents attending. 


“Plico” Club Meet in Miami 
The annual meeting of the Plico 1938 


Convention Club of Philadelphia Life is 
to be held in Miami March 17-20. 


Day Agency Meeting Nov. 6 

A state meeting of the C. C. Day 
agency of the Pacific Mutual Life will 
be held in Oklahoma City Nov. 6. 


The Detroit general agency of the 
Union Central Life held an all-day sales 
congress with the following home office 
men present: R. S. Rust, secretary; Dr. 
W. O. Pauli, assistant medical director, 
and H. P. Winter, assistant superintend- 
ent of agencies. Will S. Reeve is man- 


ager. 
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Seek Industrial Membership 


Detroit Association in Drive to Enlist 
Cooperation in Activities of Organiza- 
tion 








DETROIT—Plans for a drive to se- 
cure affiliation of industrial managers, 
superintendents and supervisors with the 
Qualified Life Underwriters were made 
at a luncheon arranged by President Seth 
W. Ryan, general agent Penn Mutual. 
Association officials outlined the activ- 
ities of the organization to a represen- 
tative group of industrial men and ob- 
tained a favorable response. 

Mr. Ryan said Detroit is one of the 
few larger cities where the ordinary and 
industrial branches are not closely knit 
in the local association. There are about 
400 members here, but only three indus- 
trial, while in many cities the industrial 
men represent half or more of the total. 

(C. A. Macauley, state agent John 
Hancock, chairman Life Underwriters 
Council and chairman of the local legis- 
lative committee, reviewed the activities 
at the last legislative session, when 187 
bills affecting agents, policyholders or 
companies were introduced. He said 
results would have been even better had 
the industrial men been represented. 


Industrial Support Needed 


Donald Machum, Manufacturers Life, 
chairman business practices committee, 
outlined its activities in cutting down un- 
ethical practices and said charges of 
twisting made against ordinary agents by 
industrial men could be handled much 
more effectively if the industrial branch 
were strongly represented. J. H. Ken- 
nedy, Equitable Society, chairman mem- 
bership committee, deplored the present 
lack of industrial representation in the 
association. 

A round-table discussion in which in- 
dustrial managers freely participated 
brought out that some 15 years ago the 
association had a large industrial mem- 
bership, ‘but it fell away rapidly when 
meetings were held Monday evenings, 
always a busy time for industrial men. 
Those present pledged their support to 
the movement and agreed to do some 
work among their associates. 


Walter Hoefflin will Speak 


at Numerous Texas Cities 








W. R. Hoefflin, field supervisor Pacific 
Mutual Life, will address a series of 
meetings of the Texas Association of 
Life Underwriters in December. 

The schedule includes El Paso, Dec. 2; 
Dallas, Dec. 6; Fort Worth, Dec. 7; Aus- 
tin, Dec. 8; Houston, Dec. 10; Beau- 
mont, Dec. 11; San Antonio, Dec. 13, and 
Corpus Christi, Dec. 14. The meeting at 
Houston will include members of the as- 
sociation from Galveston, while the 
Beaumont gathering will be attended by 
representatives from Port Arthur. 

Mr. Hoefflin has been active in the in- 
surance business since 1905, as agent, 
district agent, general agent and in home 





with Pacific Mutual dates from 1924, and 
has covered a wide range of activities. 
He is the author of several recognized 
works on insurance, including “Partner- 
ship and Corporation Insurance,” “The 
District Manager, His Task and Re- 
wards,” “The Efficient District Man- 
ager,” “Standardization of the Sales In- 
terview” and “Life Insurance and Trust 
Company Service.” 

In his Texas engagements Mr. Hoef- 
flin will speak on “What Is the Horse 
Power of Your Thinking?” 


Douglas Gives Talks 


WACO, TEX.—tThe social security 
act has been a great advertising medium 
for the life insurance business, O. D. 











Douglas, San Antonio, president Texas 
Association of Life Underwriters, told 
the Waco association. People are com- 
ing to see the importance of having an 
income when they reach old age, he 
said. Many agents have attempted to 
sell insurance on price rather than on 
its value to the prospect in providing 
an income. The essential qualities for 
success are: ambition, vision, initiative, 
enthusiasm, sincerity, hanesty with and 
belief in self, and the ability to work 
intelligently and control fears, said Mr. 
Douglas. Sales congresses will be held 
at Houston, Jan. 25, San Antonio, Jan. 
26, and Dallas, Jan. 27, Mr. Douglas an- 
nounced. President Douglas also spoke 
at Abilene, Big Spring, Lubbock, Ama- 
ag Wichita Falls, Fort Worth and 
aco. 





Kansas Association Chiefs 
Confer on Plans for Year 





Officers and national committeemen of 
the Kansas Association of Life Under- 
writers held their first fall meeting in 
Manhattan. They were guests of the 
Manhattan association for lunch, with 
President Lyman E. King of Topeka 
as the speaker. W. J. Leonard, Gen- 
eral American, president of the Manhat- 
tan association, presided. They attended 
the Kansas State-Marquette football 
game in the afternoon and held a dinner 
meeting in the evening with an executive 
session. Plans for the annual sales con- 
gress to be held in Salina next May and 
for a state-wide membership campaign 
were discussed. 

President King attended a meeting of 
the Wichita association, at which V. J. 
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DOUBLE DUTY DOLLAR 
than 


FOR THEM 


CONSTANT PROTECTION 


pbvides for Both 


Learn how you can make one dollar do the work of two in this 
new Bankers Life Double Dollar Plan. Learn how you can pro- 
vide for yourself a guaranteed life income of $200 a month, 
or more, while giving your family constant protection against 


the unforeseen. 


Under this Double Duty Dollar Plan your dollars are always 


ready to do one of two things: 


1. Provide a Retirement Income for you, or 
2. Provide a Living Income for your family if you don’t 
live to need the Retirement Income for yourself. 


DOUBLE DUTY DOLLARS are invested dollars, sharing in this Com- 


pany’s divisible 


earnings, and at the same time they 


are pro- 


tection dollars for your family. This plan is backed by our 
surplus of safety and unrelaxed vigilance in the handling of 


our policyholders’ assets. Thousands of men are 
investing a portion of their savings by this plan. 
It costs nothing to get this DDD plan. No obligation. 
may learn something that will affect all 

the rest of the years of your life. Send the coupon, 


But you 





Bankers Liret Company 


DES MOINES 
A Mutual Legal Reserve Life Insurance Company Established 1879 






Name. 


Banxens Lirt Company, Des Moines, lowa 
Without obligati send me details of 
cen, please me your Double Duty 


Age. 











State. 








Keproduction of our advertisement appearing in 


current issues of the Saturday Evening Post and 
Colliers. 
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Probrislo, Denver, general agent Colum- 
bian National, and Pendleton Miller, To- 
peka general agent New England Mu- 
tual, were also guests. Mr. King urged 
that membership be increased to include 
all eligible life men. He remained in 
Wichita to attend a tri-state district con- 
ference of Kiwanis Clubs. 


Webster Pennsylvania Chief 


At the luncheon of the Pennsylvania 
Association of Life Underwriters at 
Scranton, sponsored by the Lackawanna 
and Luzerne county units, Steacey E. 
Webster of’ Pittsburgh was chosen presi- 
dent; Eric Johnson, Pittsburgh, first 
vice-president; R. Hergeshimer, 
Northwestern Mutual, Philadelphia, sec- 
ond vice-president; E. L. Eckenrode, 
Penn Mutual, Harrisburg, third vice- 
president; R. B. Kirby, Allentown, sec- 
retary-treasurer; C. F. Merz, Philadel- 
phia, executive secretary. 

Roy A. Smith of Wilkes-Barre was 
general chairman. S. Tiffany of 
Scranton presided. F. W. Earnest, presi- 
dent “Anthracite Industries” of New 
York City, spoke on “Increased Insur- 
ance from Anthracite.” J. M. Gantz of 
Cincinnati, general agent Pacific Mutual 
Life, and C. P. Dawson, production man- 
ager for the Beers agency of the New 
England Mutual Life in New York City, 
were the other speakers. 


Jacksonville, Fla.—C. W. Campbell, Pru- 
dential, reviewed the Denver convention 
of the National association. Lee Mac- 
Donell, incoming president, pointed out 
three essentials for betterment of the 
organization: Publicity, to acquaint the 
public with what the association stands 
for and what it can do; membership, with 
a goal of 300 members for the ensuing 
year, and programs of interest, to hold 
the membership and insure attendance. 


Salina, Kan.—At the October meeting 
President Hugo McToush, Union Central, 
appointed his committees. A member- 
ship drive is to be stressed, leading up 
to the annual meeting and sales con- 
gress of the state association in Salina 
next May. F 


Hartford—M. F. Jones, assistant super- 
visor in the life department Travelers, 
spoke on “Life Insurance in Action.” 
AC. L. U. certificate was presented by 
J. M. Holcombe, manager Life Insurance 
Sales Research Bureau, to Clyde Fuller, 
Connecticut General. 


San Francisco—Officers and directors 
were guests of the Golden Gate Interna- 
tional Exposition at a luncheon to dis- 
cuss plans for a proposed National In- 
surance Congress in San Francisco in 
1939 during the exposition. A. K. 
Deutsch, Equitable Society, heads the 
civic relations committee, which is co- 
operating with exposition officials in ex- 
tending invitations to life companies to 
hold their 1939 conventions in San Fran- 
cisco. 


Richmond, Va.—R. R. Lounsbury, pres- 
ident Atlantic Life, guest speaker at the 
October luncheon-meeting, was intro- 
duced by A. O. Swink, former president 
of that company, now president of At- 
lantic Agency, who recalled that it was 
just 20 years ago that he had served 
as president of the association and that 
it was during his administration that 
the full-time agent rule was put into 
effect. Mr. Lounsbury gave statistics 
gathered by the American Service Bu- 
reau showing who are the best prospects 
for life insurance. 


Chicago—The general agents and man- 
agers division was host to the Life 
Agency Supervisors at a gettogether 
dinner and entertainment. C. B. Stumes, 
Penn Mutual, chairman of the division, 
was toastmaster. P. B. Hobbs, Equita- 
ble Society, chairman of the national 
general agents and managers division 
and vice-president Illinois Association of 
Life Underwriters, spoke on the com- 
munity fund; E. B. Dudley, Travelers, 
on the better business ‘bureau; Roy L. 
Davis, assistant Illinois insurance direc- 
tor, on the department, and A. E. Mc- 
Keough, Penn Mutual, president Chicago 
association, discussed that organiza- 
tion’s work. There was response by 
B. H. Groves, Travelers, president of the 
supervisors. 


Wichita, Kan. — The program, “A 
Career Leading to the Ends of the Many 
Rainbows,” was furnished by the Penn 
Mutual agency, headed by Wayne Clover, 
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H. W. Kacy, vice-president and general counsel Acacia Mutual Life, who was 
elected secretary of the Legal Section of the American Life Convention, is a na- 
tive of Huntington, Ind. He went with the Acacia Mutual in 1923 as associate 


Donald F. Roberts, treasurer Acacia Mutual Life, who becomes secretary of 
the Financial Section, is a graduate of the University of Pennsylvania. He entered 
the service of the company in November, 1925. He is one of the best known 








general agent, assisted by N. P. Knight, 
Emmett Ireland and D. C. Roberts. A. D. 
Lynn, assistant director of agencies 
Massachusetts Mutual, former Wichita 
general agent, and a number of his Kan- 
sas agents, were guests. President James 
Caldwell urged continued cooperation 
with the membership campaign now un- 
der way. 

Cc. J. Zimmerman, Chicago general 
agent Connecticut Mutual and secretary 
of the National association, is to speak 
Nov. 13, with members of the Hutchinson 
association as guests, Mr. Zimmerman 
will also address the Wichita Managers 
& General Agents Association the even- 
ing of Nov. 12. 


Fort Wayne, Ind.—George E. Lackey, 
general agent Massachusetts Mutual, 
Detroit, will be the principal speaker 
at a joint dinner meeting of the Fort 
Wayne association and the Allen County 
Bar Association, Nov. 2. Mr. Lackey is 
chairman of the committee of the Na- 
tional association on cooperation with 
lawyers. 


Marshalltown, Ia.—Oliver Mabie spoke 
on “Life Insurance, Past, Present and 
Future.” Brief talks were also given 
by H. L. Ellis, C. A. Newcomer and B. F. 
Green. 


Ia.—These officers have been 
William Rule, president; Fred 
Woodruff, vice-president; Roy Gibbs, 
treasurer, and Ray Switzer, secretary. 
The next meeting will be held Nov. 6. 


Boone, 
elected: 


South Dakota—A talk by O. Sam 
Cummings of Dallas, president National 
association, featured the annual fall 
convention at Huron. Mr. Cummings 
went to Huron from Fargo, N. D., where 
he spoke before the North Dakota as- 
sociation. 

Arthur Mitchell of Brookings reported 
on the recent national convention. A. 
W. Palm of Huron, state president, was 
in charge of the meeting. 


Northwest Texas—Development of pro- 
fessional responsibility is the necessity 
of life underwriters, said O. D. Douglas, 
president Texas association, in a talk 
at Amarillo on “Success Is Yours.” 

He was introduced by C. F. Ritten- 
berry, Lincoln National Life, Amarillo. 
J. W. Timmons, president Northwest 
Texas association, presided at the lunch- 
eon. Mr. Douglas met with the execu- 
tive committee before the luncheon to 
discuss association problems, 


Columbus, 0.—The annual seminar will 
be held Nov. 11 with ‘Are the one’s and 
two’s beneath your dignity?” as the 
general theme. There will be three sec- 
tional meetings, at which various 








phases of the subject will be discussed. 
W. P. Stage of the New York Life will 
be the general chairman, 


Little Rock, Ark.—This city occupies 
the unique position with regard to num- 
ber of men who have left here to go 
to prominent positions in the life in- 
surance business. To recognize this the 
Little Rock association held a “Spot 
Light Program” at its general meeting 
at which various Little Rock managers 
told about the special traits and quali- 
ties of these men. 

Those on the program were Fred Poe, 
ciscussing F. E. LeLaurin of New 
Orleans; Howard Conley, discussing Opie 
Carter of Chicago; Arwood Henderson, 
discussing W. R. Harrison of Houston; 
Allan Gates, discussing J. E. Rutherford 
of Des Moines; A. B. Hill, discussing 
J. W. Cooper of Lincoln, Neb.; E. B. 
Schicker, discussing Bert Nelson of St. 
Louis. 

Mr. Henderson, who resigned as vice- 
president of the Little Rock association 
because of his removal to Lexington, 
me was presented a leather traveling 

t. 


Montreal—Lynn_ S. Broadus, Chicago 
manager of the Guardian Life, will speak 
at a meeting Nov. 18. 


Cincinnati—The next meeting will be 
held Nov. 23 jointly with the bar asso- 
ciation, speakers to be G. E. Lackey, De- 
troit, general agent Massachusetts Mu- 
tual, national committee chairman for 
cooperation with the bar, and J. S. 
Graydon, Cincinnati attorney. B.. . 
Hatfield, Northwestern Mutual, president, 
presided at the October meeting. R. F 
Ives, Massachusetts Mutual, president 
Cincinnati C. L, U. chapter, spoke on 
activities of the C. L. U. He introduced 
M. L. Bangham, Fidelity Mutual, who se- 
cured the C. L. U. designation at 61. 
J. L. Shuff, representing the past presi- 
dent’s group, presented L. D. Fowler, 
Connecticut Mutual, immediate past 
president, an honorary certificate given 
members of that group. Paul Johnson, 
Fidelity Mutual, treasurer; E. E. Enoch, 
Connecticut General, secretary, and W. A. 
R. Bruehl, Jr., Home of New York, dele- 
gate to the state association, took bows, 
as well as trustees of the Cincinnati as- 
sociation. Guests were W. L. McPheet- 
ers, Jr., and J. A. Doyle, Union Central, 
Cleveland. 


Omaha—C. J. Zimmerman, general 
agent Connecticut Mutual, Chicago, and 
secretary National Association, spoke on 
“Closing Tactics.” 

At the November meeting John W. 
Yates, general agent Massachusetts Mu- 
tual, Los Angeles, and C. P. Dawson, 





production manager Beers agency Ne 
England Mutual, New York City, yw) 
talk. 





Atlanta—The association conductegq 
“business-getter-sales-clinic” under th 
direction of Charles Chalmers, Presiden 
One speaker, William Mathews, ban 
trust officer, spoke on “Relations af 
Trust Officers and Life Underwritey 
and John Ashley Jones, New York i, 
on “Calculation and Distribution o¢ 
Life Insurance Premium. At dinner, th 
principal speaker was L. F. Gordon on 
“Selling the Thing Beyond.” 























News of Pacific 
Coast States 

















Prouty Los Angeles Speaker 


LOS ANGELES—At the month 
luncheon-meeting of the Accident § 
Health Managers Club of Los Angels 
Phinehas Prouty, Jr., general agent Cop. 
necticut Mutual Life and past presiden 
of the Life Underwriters Association oj 
Los Angeles, spoke on “The Value of a 
Underwriters’ Association.” He stressej 
the many benefits derived by the man q 
the firing line from membership in th 
local association of whatever line of in. 
surance he represents and from regulz 
attendance at its meetings. 


To Probe California Department 

LOS ANGELES—The state assembly 
committee on governmental economy 
and efficiency plans to return to Lo 
Angeles Nov. 1 to start an investigation 
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of the insurance commissioners’ office. J The 
This investigation, it was stated ina— West 
resolution adopted by the committee, wil Schwet 
cover the taking over of certain insur-f) "g 48 
ance companies. Col. W. H. Nebletf sin Oc 
and former Municipal Judge Leonardf agency 
Wilson were appointed special counsel) | pany. 


to assist the committee. They will serve) 


without compensation. 


Bryan Visits Coast Agencies 

J. M. Bryan, vice-president Jefferson 
Standard Life, is in Los Angeles fora 
10-day visit with the southern Cal 
fornia agency of James H. Sewell. An 


agency meeting was bheld there, attended)” 
by all southern California agents of the) 
company and the district managers atl” 

Before} 


Santa Ana and Long Beach. 


going to Los Angeles, Mr. Bryan spent) 


a week in San Francisco. He will stop 
at Phoenix and Kansas City on his te 
turn trip. 


Hunter to Visit Coast 


D. Gordon Hunter, agency vice-pres- 
dent Phoenix Mutual Life, will visit the 
Pacific Coast early in November. Al 
though Mr. Hunter’s visit will be pr 
marily for the purpose of honoring Leo 
A. Soper, Los Angeles manager, on his 
25th anniversary, he will visit other 
agencies in the territory. 


Parkinson Urges Return to 


Old Fashioned Thrift Idea 





A return to old fashioned thrift and ; 
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savings was urged by Thomas I. Par- 7 











kinson, president of the Equitable So . 











ciety at a joint meeting sponsored by) 











the Rochester Life Underwriters Asse : 











ciation and several other organizations 7 








in Rochester, N. Y. The policy of pub- F 

















lic and private spending as opposed to 7 














the saving for a rainy day was deplored 





by Mr. Parkinson. Investment depends [7 








upon thrift. He criticised the undistrib- F 
uted corporate surplus tax as teaching & 


the needlessness for reserves. 

Over 100 Equitable representatives at- 
tended the luncheon. Delegations weré 
headed by Manager W. S. Parks 0% 
Rochester, Manager Harold Nolting 0! 


Syracuse and Manager Clarence Metz f 
Mr. Parkinson held 2 
Equitable agents © 
before the luncheon. Mr. Parkinson also © 
spoke at a University of Pennsylvania | 


ger of Buffalo. 
conference with the 


alumni meeting while in Rochester. 
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As SEEN FROM CHICAGO 





1MMERMAN ON THE GO 


The secretary of the National Associa- 
ion of Life Underwriters, C. J. Zimmer- 
an of Chicago, 1s devoting considerable 
‘me to association affairs. Earlier in 
he month he addressed the Rockford 
Life Underwriters Association. Last 
ek, with National President O. Sam 

‘ymmings of Dallas, he addressed an all- 
jay sales congress at Peoria. 

Last week he addressed the Omaha as- 
kociation on “Sales Tactics.” Friday at 
Milwaukee he addressed the general 
ngents and managers association of that 
city on “Building Sales Prestige.” This 
week he will address the Louisville as- 
sociation. 

Mr. Zimmerman is general agent of the 
Connecticut Mutual Life. 


BUSINESS GETTER CLINIC 
“Programming vs. Package Selling” 
is the subject for the business-getter 
clinic of the Chicago association to be 
held Friday afternoon of this week. 
Waldo Thorsen, Connecticut General, is 
chairman of the committee. The speak- 
ers include: R. M. Lotz, Penn Mutual; 
J. H. Martin, Equitable Society; T. A. 
Trezise, Acacia Mutual; C. B. Tuttle, 
New England Mutual; R. L. Low, Con- 
necticut General, and E. S. Rappaport, 
Pacific Mutual. 


“SCHWEMM IN SECOND PLACE 


The Chicago agency of the Great- 
M. 


Schwemm held a dinner dance for lead- 


Jing agents winding up a business drive 


in October that helped to place the 
agency in second position with the com- 
pany. H. W. Manning, assistant general 
manager; H. A. Baker, superintendent 


of agencies, and D. R. Ferguson, super- 





Silver Anniversary 











JOHN L. WATTS 


L. Watts, Chicago general 


f) agent of the Pacific Mutual Life, is cele- 


) company. 
(1 his honor, his agency exceeded all 
> Previous campaign records and nearly 
5 doubled the quota. 


brating his 25th anniversary with the 
In a six weeks loyalty drive 


A dinner party will 


fy be given tonight at the Medinah Club 
) with a number of distinguished guests 


B including D. C. MacEwen, vice-presi- 


Fi dent from the home office; Rex Rafferty, 
2 eastern agency superintendent, and E. 
| H. Mueller, Milwaukee general agent. 


Mr. Watts started with the Pacific 


"(Mutual in its accident department in 


© Chicago. 


He was superintendent of the 


. railroad department for 15 years and in 
| 1932 was made manager of the eastern 


) tailroad department. 


In February, 1936, 
€ was made general agent. 


| visor of field service, attended from the 
home office. The affair also served to 
initiate the “president’s month” cam- 
paign in November. For nine months 
the Schwemm agency shows increase of 
$1,830,000 over the same period last year. 
Since the middle of 1936 it has moved 
up from 11th place. A series of radio 
broadcasts has been started over Station 
WENR on Sunday afternoons. 


CLANCY GOES WITH LAMB 


R. J. Clancy, head of the life depart- 
ment of Starkweather & Shepley, gen- 
eral insurance office of Chicago, has re- 
signed ta become brokerage department 
manager, E. E. Lamb general agency, 
Columbian National Life, in that city. 
Mr. Clancy has been in life insurance 
work since 1913, starting with the 
American Bankers Life in Chicago as 
cashier. After a year he became an agent 
and two years later went on the road 
as a special agent traveling countrywide. 
He became connected with the Travel- 
ers in 1935, going to the Oak Park, III, 
branch where he was a leader in pro- 
duction. Then he transferred to the 
downtown branch, and went with Stark- 
weather & Shepley as life department 
manager early this year. 


CAPERTON BACK ON JOB 


J. C. Caperton, State Mutual Life gen- 
eral agent in Chicago, has returned to 
his office following a two weeks’ illness 
with a streptococcic infection. 


ZIMMERMAN’S NEW BULLETIN 


C. J. Zimmerman, general agent Con- 
necticut Mutual Life in Chicago, has be- 
gun the issuance of an agency bulletin 
known as “Life Line.” One of the fea- 
tures in the first issue is a tribute page 
to S. T. Chase, former general agent, 
whom Mr. Zimmerman succeeded. 


MISS JONES PURDUE SPEAKER 


Sara Frances Jones, Equitable So- 
ciety, Chicaga, addressed the vocational 
women’s conference at Purdue univer- 
sity on “Life Underwriting—a Career 
for Women.” Representatives from the 
Big Ten universities attended the con- 
ference, which lasted two days. Its pur- 
pose was to direct women in proper vo- 
cational channels. 


KENAGY CONFERS WITH AGENCIES 


H. G. Kenagy, agency superintendent 
of the Mutual Benefit Life, held confer- 
ences with the Parsons and Cook agen- 
cies in Chicago this week. 


Ralph F. Koppersehmidt has joined the 
Bruce Parsons agency of the Mutual 
Benefit Life in Chicago. Mr. Kopper- 
schmidt was a banker before he joined 
the Mutual Life of New York in Chicago 
as a personal producer, He then became 
an agency organizer for the Mutual Life 
in Davenport, Ia. Lately he has been 
an independent broker. 





group accident, group health, and group 
accident and health. The results of the 
sub-committee meeting, including a re- 
port along with the definition, will go 
to the accident and health committee of 
the National Association of Insurance 
Commissioners. 


Groton Sees Splendid Year 


Cary Groton of Los Angeles, man- 
ager of the accident and health depart- 
ment Pacific Mutual, who has returned 
from a trip east, stated that the claim 
records this year with almost all com- 
panies are satisfactory. He thinks that 
the current year’s results in the acci- 
dent and health department will be bet- 
ter than normal. He visited the Pacific 
Mutual people in a number of cities be- 





tween New York and Chicago. 


Southwestern Life Issues 
Warning of an Impostor 


a 


The Southwestern Life af Dallas de- 
sires to warn executives of other com- 
panies that a man representing himself 
as an officer of Southwestern, is travel- 
ing about the country, inducing execu- 
tives of other companies to cash checks 
drawn on a Dallas bank, He repre- 
sents himself as being one or the other 
of the officers of Southwestern Life. 
He has called upon various life com- 
panies in the north, Southwestern Life 
has no idea who the impostor may be. 
He seems to be well acquainted with 
affairs of the Southwestern Life and ap- 
parently is a Texan, The warning is 
issued as a protective measure. 








OLD LINE LIFE 


may elect. , . assuring the 
financial security and comfort 
of your wife and children be- 
yond your lifetime. The cost of 
this practical, thoughtful pro- 
tection is comfortably withia: 
your present means, 

At age 32, for inge~ 

need set arid 

day” 


VERY month the postman 

brings another check — 
thanks to the thoughtfulness 
of a husband and father who 
Jooked ahead . . . And thanks 
to the Salary Extension, Plan 
sponsored by this company. 
This modern plan of life insur- 
ance enables you to continu 
your earning power * 
ponies Above repro- 
duction from one 


of Tollica’s newspaper ads. 





A Real 
Opportunity 


To build a successful Gen- 
eral Agency, and a method of 
compensation that will inter- 
est you. 

Can you meet our qualifi- 
cations? 


Openings at 
Grand Rapids and Jackson, Mich- 
igan; Peoria, Dlinois 


Write for particulars. 
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to 64 next birthday. 


Basil S. Walsh Bernard L. 
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THE HOME LIFE INSURANCE COMPANY 
OF AMERICA 


PROTECTS THE ENTIRE FAMILY 
Home Life agents are equipped to serve every need for life insurance. 


Modern policies are issued, on both Industrial and Ordinary plans, from birth 


—_——— o—- 
A POLICY FOR EVERY PURSE AND PURPOSE 


o-—— — 


SECRETARY 


John J. Gallagher 
TREASURER 


Philadelphia, Penna. 


Connor 

















ACCIDENT-HEALTH 


Sub-committee Agrees on 


Group A. & H. Definition 


TORONTO—A sub-committee of the 
National Association of Insurance Com- 
missioners met here to arrive at a defi- 
nition of group accident and health in- 
surance. Those present were: H. D. 
McNairn, Ontario superintendent, chair- 
man; L. M. Gardner, deputy counsel 
New York department; F. L. Madden, 
policy analyzer Pennsylvania depart- 
ment; Harold R. Gordon, executive sec- 
retary Health & Accident Underwriters 
Conference, Chicago, and J. G. Godsoe, 
Confederation Life, Toronto. 

“The meeting accomplished its pur- 
pose,” said Mr. McNairn. He said he 
could not give out what definition had 
been reached, but stated that it covered 














policy is one illustration. 
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Opportuniry IS MONEY 


We give our representatives the opportunity to make 
money through an unusual line of saleable policies that 
meet the public’s demand. QOur $10.00 annual premium 
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American Public Has Right to 
Expect Service by Experts 





The American life insurance buyer 
pays between $200,000,000 and $300,000,- 
000 annually for the distribution cost of 
life insurance, and consequently is en- 
titled to the most efficient distribution 
system that can be devised, Russell 
Thierbach, Cleveland general agent of 
the Northwestern Mutual, told the As- 
sociated Life General Agents & Man- 
agers of Detroit. 

“Much has been said about the career 
man in life insurance,’ said Mr. Thier- 
bach. “The public expects us to develop 
the best trained and most able under- 
writers possible, and have a right to de- 
mand that we concentrate aur efforts on 
men who plan to make a lifelong busi- 
ness of the selling of life insurance. ‘Sell- 
ing insurance properly requires expert 
knowledge and much ability, properly 
directed, 


Three Important Phases 
of Agency Management 


“There are three impertant phases in 
agency management; first, development 
of the existing organization; second, 
building up a new organization, and 
third, the development of the overall 
picture—in other words, building agency 
prestige. ‘ 
“Work with the old organization is a 
problem forever. Often the problems 
are apparently insignificant, but their 
results may be far reaching. In my or- 
ganization the bone of contention was 
the type of agency meetings held. The 
men objected to the general agent read- 
ing them material out of the insurance 
papers, much of which they had already 
read. Thus an infinitesimal matter had 
lowered morale. It behooves us to be 
careful in educational meetings to avoid 
boring our men, to so select and present 
our material as to have a lifting instead 
of a deadening effect on them. 

“Higher education for the men is very 
important. I have no patience with 
those general agents who frown on the 
C. L. U. movement on the assumption 
that it interferes with immediate produc- 
tion while and after the men are study- 
ing. Men taking this work show an in- 
crease in production while they are 
studying and also after they completed 
their work. 

“There are two ways of training men 
for field work. One is to train them in 
the office and the other is to do joint 
work with them in the field, the latter 
being far more effective. 


“Four Horsemen” Play 
Havoc with Organization 


“‘The Four Horsemen’—death, old 
age, going back to former employment, 
and losing the selling touch—play havoc 
with our existing organizations. These 
factors make recruiting necessary to 
maintain our existing agencies as well 
as to build them up. Recruiting is, with- 
out a doubt, our most difficult agency 
management problem. The urgent need 
for a regular and steady recruiting pro- 
gram is emphasized by the fact that not 
more than 35 percent of the men who 
were selling life insurance in 1929 are 
still in the field. ‘The Four Horsemen’ 
have taken the remainder. 

“T don’t know exactly what prestige 
is or haw to acquire it. As near as I 
can get at it, prestige is the public feel- 
ing that your agency is outstanding. [ 
want to be associated with every worth- 
while activity in my community because 





I believe that this will help to build 
prestige. 

“We all concede that there is a direct 
relationship between the amount of en- 
ergy expended and the net result pro- 
duced in selling. It is entirely reason- 
able to suppose that the same thing is 
true in agency management. Applying 
planned sales methods to recruiting will 
help. We might make up a ‘move sheet’ 
wherein the first step might be the re- 
cruit prospect’s name when secured, the 
second perhaps when he is contacted, 
the third when our printed matter is 
placed in his hands, the fourth when we 
either close him or eliminate him. 

“Another thing I am going to do—and 
this bears both upon recruiting and pres- 
tige building—is to start a school of 
training for salesmanship; not a life 
training school but one for all types of 
selling. I am going to try to persuade 
a group of 30 or 40 men in all lines of 
selling to sit down with me without cost 
or obligation to study the fundamentals 
of salesmanship in order to improve 
themselves in their chosen fields. Even 
if I do not get a single recruit from 
these classes, I will at least have built 
some prestige for my agency and will 
have created 30 or 40 excellent centers 
of influence. 


Cooperate with Attorneys 
as Well as Trust Companies 


“There has been much _ emphasis 
placed of late on cooperation with the 
trust companies on life trusts. ‘This is 
fine, but I think it should be carried 
one step farther and should stress also 
cooperation with attorneys. There are 
numerous instances known to all of you 
where cases that are about to be closed 
have been upset by the client’s attorney, 
not through malicious intent but merely 
because the attorney does not under- 
stand insurance as we understand it. It 
behooves us ta see that attorneys are 
well informed on insurance matters. 

“There are frequent complaints from 
the legal profession that underwriters 
are infringing on their prerogatives; 
there are just as many cases where at- 
torneys are infringing on the field of 
finance. The way to overcome this sit- 
uation is not by fighting the legal pra- 
fession but by educating it on life insur- 
ance matters and by cooperating with 
it. 


“Hands Across Border” for - 
Detroit, Windsor Managers 


The Associated Life General Agents 
& Managers of Detroit entertained the 
Windsor Association of General Agents 
& Managers at the October meeting. 
The meeting of “hands across the bor- 
der” was graciously met by the Cana- 
dian life men, many of whom attended 
the session. C. E. Purdy, Canada Life, 
is president of the Detroit group. 

G. E. Lackey, Massachusetts Mutual, 
president Michigan Association of Life 
Underwriters, called attention to the 
managers and general agents congress 
to be held in Detroit Nov. 18 and in- 
vited the Canadian managers and’ their 
supervisors to attend, stressing the fact 
that one of the featured speakers will 
be S. F. Muter, manager Metropolitan 
Life, Kitchener, Ont., and president of 
the Canadian Life Underwriters Asso- 
ciation. 

Other speakers announced are E. M. 





McConney, vice-president and actuary 
Bankers Life of Iowa and H. A. Mc- 
Allister, director of sales training 
Chrysler Sales Corporation, 


Ackerman Talks in Newark 


The elimination of lapse ratio, recruit- 
ing of men, financial administration and 
the keeping of the right men in the life 
insurance field was explained in detail 
by Prof. Lawrence Ackerman, head of 
insurance courses at the Newark Univer- 
sity, at the luncheon meeting in Newark 
of the Life Insurance General Agents & 
‘Managers Association of Northern New 
Jersey. He regards education as the only 
answer to all those problems. For years, 
the speaker said, college placement bu- 
reaus refused to send their graduates in- 
to the life insurance field because it was 
felt that it did not present a career to 
the men. But the situation is slowly 
changing and colleges are beginning to 
realize that the life insurance field now 
leads to a professional career, said the 
speaker. 

The by-laws and constitutions of the 
newly formed association were adopted. 
L. DeV. Day, Mutual Benefit Life, and 
T. E. Hartmann, New England Mutual, 
were elected to the executive committee. 


Entertains Wives at Wichita 


The Wichita Life Managers & Gen- 
eral Agents Association entertained the 
wives of members with a dinner-bridge 
as the first meeting of the fall. A. N. 
Booth, Massachusetts Mutual, was the 
dinner speaker. Bridge prizes were won 
by Mrs. Bert A. Hedges and Mrs. Booth. 
President S. G. Glover and Secretary Levi 
Rymph had charge of arrangements. C. 
J. Zimmerman, secretary National asso- 
ciation, will speak Nov. 8. 


Debate on Splitting Commissions 


At the monthly meeting of the Utah 
Life Managers Association in Salt Lake 
City, N. L. Morris, secretary Pacific 
National Life, reviewed “How to Win 
Friends and Influence People’ by Dale 
Carnegie. The question, “Is the practice 
of splitting commissions desirable?”’, was 
discussed. The affirmative was presented 
by E. E. Vandehei, assistant manager 
Equitable Society, and the negative by 
ge Sill, agency director New York 
Life. 


Columbus Meets Scheduled 


The Life Managers Association of Co- 
lumbus, O., will meet Nov. 1. The as- 
sociation will hold its Thanksgiving 
party Nov. 19. 


POLICIES 


Monthly Premium Rates are 


Issued by Manhattan Life 


NEW YORK—tThe Manhattan Life 
has issued a supplement to its rate book 
showing amounts of insurance purchased 
by monthly premiums of $5 and $10, also 
annual, semi-annual, and quarterly rates 
on a salary continuance plan based on 
$100 a month for 12 months and for 24 
months on both the ordinary life and 20- 
pay life plans. The rates at representa- 
tive ages are: 

Amount Purchased by 
—$5 Month $10 Month—— 


0.L. 20P. 20B. 0.L. 20P. 205. 
$3,496 $2,118 $1,213 $6,993 $4,237 $2,427 
3,086 1,953 1,201 6,172 3,906 2,403 











Manufacturers Dividends Higher 
The Manufacturers Life announces 
that annual dividends in 1938 will be on 


a somewhat higher scale than in 1936 
and 1937. While the increase varies for 





the plan and age, the total payments; 
1938 on annual dividend policies wil 
10 percent higher. Interest allowej, 
funds on deposit will be 3% percent 


NEW YORK 


GROUP RETIREMENT ANNUITIES 


Sale of group retirement annuity ply 
will show a good increase this ye 
mainly through contracts with religioy 
charitable and other organizations why 
employes are exempted from the oj 
security act’s provision. While th 
plans do not compare with some of ¢ 
mammoth pension plans that have hy. 
written for big corporations such as Ce 
eral Motors and the Texas Oil Co, th 
run into respectable figures, coveris 
several hundred and more employes 
some organizations. 

The exempt organizations have been; 
logical and fertile field because they x 
reasonably well fixed financially and} 
cause of the nature of their activity, 
constrained to behave in a manner, 
least as charitable and religious tows! 
their employes as the federal goven 
ment demands of the general run of en 
ployers. 

While it is possible that the feder! 
law may be amended to include char 
able and religious organizations aloy 
with employers generally, the plan » 
derwritten by the insurance compa 
should be revamped so as. to supplemer 
the government plan. for the unen 
ploye’s benefit. This has been done wit 
a number of pension plans which existe. 
at the time the social security act becam 
effective and has worked out very satis} 
factorily. 











SEPTEMBER LIFE SALES 


Estimated total sales of life insuran 
in New York City for September wer) 
$39,023,000 as against $44,994,000 1 
September, 1936, according to inform 
tion gathered by the Life Insurance 
Sales Research Bureau and _ releastil 
through the New York City Life Unde 
writers Association. 


GOLDSTANDT HONORED 


F. S. Goldstandt, general ager 
Equitable Society in New York Cit 
will be honored at dinner tendered by” 


Agent L. E. Simon of the Massachty” 
setts Mutual is chairman has set th} 
date for Nov. 23. . 


JOHNS TROPHY CHAIRMAN 


D. D. Johns, New York general aget 
Home Life of New York, has bet) 
named by the New York Downtowy 
Athletic ‘Club as chairman of the Hei} 
man Memorial Trophy Committee. Th 
trophy goes each year to the outstant : 
ing college football player selected by} 
countrywide poll of sports writers al)” 
radio sports announcers. Es 


SCHNITMANN IN NEW JOB 

L. Seth Schnitmann, whose boif 
“How Safe Is Life Insurance?” stirtti 
up a lot of dust a few years ago, W! 
on Nov. 1 join the International Stats 
tical Bureau, Inc., as economic consult 
ant. One of his first jobs will be °F 
hold a seminar on the outlook for built 
ing and construction industries in 19% 
said to be the first conference of If 
kind. It will take place Nov. 10 at tie 
Waldorf-Astoria. Mr. Schnitmana, fo 
merly employed at one of the fede 
government bureaus, has more recett! 
been connected with the F. W. Doés 
Corp. of New York City. 


DR. BENNER TO SPEAK 

_ Dr. C. L. Benner, vice-president pat 
tinental American Life, will be the ee 
speaker at the next meeting of the, 7 
York City Life Supervisors Associate 
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Tov. 3, 12:15 p. m., at the Hotel Gov- 
mor Clinton. Dr. Benner, an outstand- 
g economist and authority on life in- 
yrance, will speak on modes of settle- 
ent, a very timely topic just now. 
Robert Lahm, chairman of the enter- 
ainment committee, will report on the 
nnual dinner to be held at the Yale 
lub Dec. 8. 

















ALES CONGRESS NOVY. 18 
Instead of listening to speeches at the 









be this Yea 








ith religiglii\ew York City Life Underwriters As- 
‘ations whodiikocjation’s sales congress Nov. 18 at the 
m the sociilmtiotel Pennsylvania, the audience will 
While th Ho the talking, the participants being 






Some of tmrhosen at random from the assemblage 
at have belo answer questions on salesmanship 
Such as Gelmiput by the chairman of the meeting and 
Dil Co, thimmhis assistants, according to P. A. Pey- 






CS, COveriy 
employes 4 





ser, production manager Lloyd Patter- 
on agency Massachusetts Mutual Life 
and chairman of the sales congress 











have beenfieicommittee. 

use they af" “The Salesman is a Dummy,” is the 
ally and hfeascheduled opening number. Beyond 
activity afsaying that it would be a “sensational 
_ Manner esales interview,’ Mr. Peyser was mys- 
10us towalmmterious about exactly what this would 
ral govenf/be but said that those who do not get 





| run of e 





in by the time the meeting starts will 
not be permitted to enter the hall dur- 







the federfimeing the progress of the act. 

lude chari Following a debate between able ex- 
tions aloyfmeponents of the one-call sales interview 
1e plan wis. the multiple-call system there will 












€ compajmebe a sketch, “Life Underwriting on 
supplemefme Trial.” Judges will be Rudolph Recht, 
the wunenfegeneral agent Northwestern Mutual; 
n done wife H. F. Gray, general agent Connecticut 
lich existe | Mutual; and W. H. Beers, general agent 
act becanf # New England Mutual. L. G. Simon, as- 


sociate general agent Equitable Society, 
} will be prosecuting attorney, with Les- 
ter Einstein, DeLong agency, as assist- 
ant prosecutor. M. H. Leonard, man- 
ager National Life of Vermont, will be 
the defense attorney. Anyone in the 
audience is liable to be called on to give 
testimony and should be prepared for 
some merciless cross-examining. 

The afternoon program will lead off 
with a number entitled, “That’s My An- 
swer.” L. E. Simon, general agent 
Massachusetts Mutual, will be in charge, 
assisted by a committee. He will be 
armed with many objections to buying 
life insurance and will call on anyone 


very sath 










> insurant! | 
mber wer 
994,000 25 








< Cin in the audience for an effective answer 
adered Hil to it. If the answer is inadequate, Mr. 
ieamal Simon will ask one of his assistants to 
& interelil give a better one. — 
# thos Meni a 10 minute recess Hubert 
a Jer reaves, professor of public speaking 
Tew Yorth : Yale University, will figuratively hold 
Gener t : mirror and let the agent see him- 
fassacheii re as he appears to others. Prof. 
a /) Ufeaves is an excellent mimic as well 
Fa an able public speaking instructor 
Hi and is popular with New York City 
» gents. Vincent B. Coffin, second vice- 
: president Connecticut Mutual Life, will 
ral agent! ™@ COnclude the session with a resume of 





the high points of the entire sales con- 
gress, 








usta Fewer Borrowers Repay 
te yy e ee 
iters af Loans on Their Policies 











MINN EAPOLIS—Fewer borrowers 
are repaying the loans on their insur- 
ance policies than did so a year ago, 
~ individual loans outstanding are 
arger in size, according to a report for 
the third quarter issued by Northwest- 
ern National Life. 
al ts total policy loans outstanding have 

~ increased in amount, from $9,191,- 
005 as of Sept. 30, 1936, to $9,253,586 
as of Sept. 30, 1937. The size of the 
ee individual loan outstanding in- 
aoe during the same period from 

04.70 to $316.35, the report shows. 
third ents on policy loans for the 
pe quarter of this year were $110,608, 
Gein oe with $146,434 for the same 
~ lod of 1936. For September, 1937, 
oe Were $34,413 as against $56,- 
: ee by borrawers in September, 

» according to the report. 


Sales are easy with settlement option 


































COMPANIES 


Northwestern Mutual Gains 








Items from the Financial Statement 
Showing the Main Features for First 
Nine Months 





Northwestern Mutual Life reports new 
paid-for business in the first nine months 
at $192,997,187 on 53,509 policies. In 
addition there were 1,142 annuities for 
$4,922,635. Total insurance in force as 
of Sept. 30 .was $3,837,737,489 on 1,024,- 
653 policies. This is a gain of $80,852,923 
and 22,331 policies since a year ago and 
$59,588,627 and 16,796 policies since 
Jan. 1. The nine-month income was 
$151,628,809 and disbursements $105,512,- 
000. Total income included $94,777,898 
in premiums and $36,866,279 in interest 
and rents. Payments to policyholders 
and beneficiaries amounted to $77,833,490, 
including $22,648,578 in dividends and 
$32,814,376 in death claims. 

Assets were $1,175,365,597, increase of 
$58,565,743 or 5.2 percent over a year 
ago. Bonds owned aggregated $593,626,- 
777; gain, $75,997,610. Mortgage loan 
investments totaled $299,115,617, includ- 
ing farm mortgages of $84,602,920, which 
declined $10,058,335, and city loans of 
$214,512,697, which showed an increase 
of $7,778,390. Real estate was shown at 
$50,209,333, including home office prop- 
erty valued at $5,111,114 and land con- 
tracts for properties sold of $7,173,454. 
Policy. loans showed continued further 
decrease, the total of $176,612,244 being 
lower by $11,734,632 than the amount a 
year ago. Assets also included $7,354,407 
cash on hand and in banks. 


Penn Mutual’s New Directors 


George Wharton Pepper of Philadel- 
phia, prominent attorney and former 
United States senator, and R. T. Mc- 
Cracken of the Philadelphia bar, a part- 
ner of Owen J. Roberts, U. S. Supreme 
Court justice until he was appointed to 
the high tribunal, were elected members 
of the board of trustees at the Penn Mu- 
tual meeting. Mr. Pepper has been gen- 
eral counsel of the Penn Mutual for 27 
years. Mr. McCracken is vice-president 
of the Pennsylvania Bar Association. He 





road. 


Liberty Life Prepares to Move 

Liberty Life of Topeka expects soon 
to occupy its new home office building 
which is in course of construction. 

The building will be three stories, of 
steel construction: It will have all mod- 
ern equipment including air conditioning 
throughout the year. The company will 
occupy the first floor and expects to 
move to the new quarters shortly after 
Nov..1. 


Reaches 90 Million Mark 


On Oct. 1 the Ohio State Life had 
$90,516,839 in force, the first time the 
company has ever gone over the 
$90,000,000 mark. 


Open Bids Nov. 1 

Commissioner Carpenter of California 
has announced that proposals for re- 
habilitation or reinsurance of the Great 
Republic Life will be opened Nov. 1. 


Mathus in Madison Talk 


MADISON, WIS.—Speaking at a 
special meeting of Madison home office 
officials, general agents, agency man- 
agers and supervisors, K. H. Mathus of 
the Life Insurance Research Bureau dis- 
cussed “Agency Meetings.” He stressed 
the growing tendency to inject the ele- 
ment of dramatization into modern sales 
meetings. Use of high caliber show- 
manship was cited as an important step 
in this direction. In the last ten years, 
he said, the technique of the theater 








ciation Slide rule 
- Instructions included. $1.50. 
Order from National Underwriter. 









has been borrowed, and its devices in- 
troduced into the presentation of sales 


is a director of the Pennsylvania Rail- 





ideas to businessmen. Case methods, 
discussions, clinics, seminars, demon- 
strations, playlets, debates and mack 
trials have all been utilized in this new 
trend, he said. 


Southland Life’s Convention 


More Than 500 in Attendance at An- 
nual Agency Conference Held in San 
Antonio 








—_——— 


By F. B. HUMPHREY 


SAN ANTONIO—More than 200 
agents, officers, guests and their wives 
attended the annual agency convention 
of the Southland Life being held here. 

Monday’s sessions included as speak- 
ers Herman Ochs, San Antonio business 
man; Mayor C. R. Quin, A. C. (Tex) 
Bayless and Loyd Cole. The annual ad- 
dress of President Harry L. Seay was 
read in his absence by Harry L. Seay, 
Jr., vice-president and treasurer. 

R. L. Daniel, chairman of the insur- 
ance commissioners board; R. L. Bob- 
bitt, chairman State Highway Commis- 
sion; Clarence E. Linz, first vice-presi- 
dent, and Harry L. Seay, Jr., vice-presi- 
dent and treasurer, were heard Tuesday. 

Mr. Daniel paid high tribute to the 





Southland Life and other Texas com- 
panies for their growth and success dur- 
ing the past few years and told agents 
of the work his department is endeavor- 
ing to do for the insurance business. He 
warned, however, that the department 
would be crippled if possible legislation 
is passed taking away necessary oper- 
ating fund. 

Dr. J. T. Montgomery, medical direc- 
tor; Col. W. E. Talbot, vice-president 
and agency manager, and Lorry Jacobs, 
director of public relations, spoke Wed- 
nesday. The “most efficient agent” 
award and awards of service rings to 
agents were made. A. C. Bayless was 
leading producer, with more than $1,300,- 
000 production and 254 applications for 
the first nine months of 1937. 





Seek a Tax Injunction 


ATLANTA—Twenty-eight life com- 
panies have brought suit for injunction 
in Fulton county superior court, to re- 
strain the county from callecting $250,- 
000 on intangibles held by them. The 
petition stated that the intangibles are 
in the form of notes and deeds on prop- 
erty in Fulton county and are not tax- 
able in this county, as they are held in 
the home offices of the companies, all 
of which are outside of the county of 
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Code Would Bar 
Non-Par Annuities 
to N. Y. Companies 


(CONTINUED FROM PAGE 3) 


but that if there must be one it should 
be liberalized considerably. 

In addition to such intentional changes, 
any new law is bound to contain many 
“bugs.” Crews of actuaries are working 
overtime studying the tentative draft 
word by word and almost letter by letter 
seeking minor flaws which could easily 
cause many legal tangles if not rectified 
before*enactment. They are not in the 
draft intentionally but are capable of 
causing needless confusion. 

Indicative of the minute scrutiny that 
must be employed is the substitution of 
the word “premiums” in the new law 
for the word “premium” of the present 
law in connection with adjustments 
where the applicant has misstated his 
age. The addition of the “s” would 
cost the companies thousands of dollars 
annually in additional mathematical and 
clerical work with no real advantage to 
the policyholder. The present insurance 
law has for years contained the word 
“or” when “of” was obviously intended. 
It has done no harm but it is felt that 
so long as the present wholesale revision 
is being made it would be far better to 
ack it as correct in all details as pos- 
sible. 


Complicates Procedure 


The objection to the use of the plural 
rather than the singular of “premium”’ is 
that when the singular form is used it 
is only necessary to look in the rate book, 
take the amount of premium at the age 
alleged by the applicant, see what per: 
centage it is of the correct premium, and 
adjust the amount of coverage to that 
percentage of the face of the policy. Use 
of the plural form, however, means that 
every premium the insured has-ever paid 
on that policy must be determined, added 
up and compared with the sum of all 
the premiums he should have paid had 
he stated his age correctly. This could 
not be handled merely by adding up the 
previous premiums, since the. insured 
‘might have previously had double int 
demnity or disability and dropped this 
coverage, or he might. currently have 
disability coverage and might not have 
had it during the entire duration of the 
policy. This would require a consider- 
able amount of checking to comply with 
the proposed law. 

Another “bug” which could cause 
trouble if left in the proposed law is 
that the new Section 83.5 (9) states that 
“no... company shall, ... pay commis- 
sions (including collection fees) upon re- 
newal premiums received upon any life 
insurance or annuity contract issued 
after the year 1929 in excess of the per- 
centages specified in the schedule set 
forth in paragraph (a) following, ... 
and subject to the provisions of para- 


graphs (b), (c) and (d) following.” | 
However the paragraph referred to con- |' 


tains no reference to annuities. Thus, 
technically the law would prohibit any 
renewal commission whatever on annui- 
ties. Yet, obviously the framers of the 
law had no intention of prohibiting re- 
newal commissions on annuities. 


Retroactive Provision 


Another provision which would. work 
a hardship if enforced is that providing 
that non-forfeiture values for contracts 
issued in 1907 and later shall be aug- 
mented by dividend additions being 
added to the face amount in the case of 
extended term insurance. Many com- 
panies also add dividend deposits as well 
as dividend additions, but the new law 
makes no mention of dividend deposits. 
Omission of these deposits from 1939 
‘on would be quite a drastic change but 
to make the omission retroactive back to 
:1907 is so radical that it is not believed 
that this was actually intended in fram- 
ing the law. 
_Also regarded as potentially produc- 
tive of unintended hardship to policy- 
holders is that death benefits in the case 





| of children between ages 91%4 to 14% 


may not be more than $1,000 to $1,500, 
according to age. While the present law 
prohibits a parent or anyone else from 
applying for a sizable amount of insur- 
ance on a child, there is nothing in the 
law against the child making applica- 
tion and billions of dollars of such -in- 
surance is now in force which would be 


affected by a law prohibiting payment of’ 


death benefits except. according to scale 
mentioned above. 


Many Good Points 


Critics of the revision are not unmind- 
ful of the tremendous task which faces 
the committee and they feel that there 
are many good points about the revision, 
particularly its arrangement and its spe- 
cific reference, where the occasion de- 
mands it, to a particular section, sub- 
section or paragraph instead of the usual 
“hereinbefore” or “hereafter.” Every- 
one realizes that while the New York 
department turned over its facilities and 
personnel to the job the task was a tre- 
mendous one and the proposed revision 
will require much scrutiny and revamp- 
ing before it is ready to submit to the 
legislature. 


Fears Unfounded’ 
As to Business 
Cover Mortality 


(CONTINUED FROM PAGE 2) 


ods, or that in making application for' an 
endowment the parties were.showing a 
confidence in the insured’s vitality: to 
which weight could be given. 

In. cases. where insurance. up to. $25,000 
was issued on a single life, the actual ex- 
‘periénce by: livés:was 72.2 percent and by 
jamount 77.2 percent; from $25,000 to 
'$50,000 it was: 72.6 percent by lives and 
81.8 percent by amount; from $50,000 to 
$100,000 it was 63.4 percent by ‘lives and 
71.7 percent by amount; over ‘$100;000 it 
was 72.1 percent by lives and 95.1. percent 
by amount. : .! 


Annual Premium Business 
On annual premium business thie actual 


iexperience by lives was 71.5 percent, by 


amount 77.3 percent; semi-annual, 68.1 
percent by ‘lives: and 83.2. percent by 
amount and quarterly 75.2 percent and 
86.3 percent by amount: « 

Mr. Evans stated that later he will 
make an investigation of the mortality 
experience under’exposures after the re- 
issue to the insured on personal forms 
of the $84,687,544 of corporation and 


ipartnership insurance that was not in- 
‘cluded in this study. [ 
lookout for possible antisselection at the 


He:will be on the 


point of reissue. wi. supetoas 

A surprising result that was. discov- 
ered was that with an aggregate mortal- 
ity ratio of 78.9. percent, the ratio for 
$295,562,221 of insurance on which;yno 
policy loan was. made at any time was 
104.2. , ae Se oun 


Agent's 
Status Under Mass. 
Mutual’s Contract 


(CONTINUED FROM PAGE 3) 
panies have approximately similar pro- 


To Review 


visions in their contracts with their 

general agents and soliciting agents. 
On the: other. hand; the Northwestern 

Mutual’s contract specifically provides 


that the Compafiy’s rules and regulations 
‘shall not -interfere with the freedom of 
,action of the: soliciting agents and also 
‘states that n& ptovisionin the contract 


shall be considered to éstablish an em- 
ployer-employe. relationship. It should 
be noted that this latter provision is not, 
as some have thought, the equivalent of 
saying, “the foregoing are the provisions 
of the contract and they do not consti- 
tute an employer-employe relationship.” 
What the statement says-is in effect, “to 
the extent. that any provision in this 
contract sets up an employer-employe 





relationship, that provision is limited.” 

In this way the issue narrows down 
mainly to one of actual. practice. That 
is, does the current method of doing 
business constitute a relationship of em- 
ployer-employe or one of principal and 
independent contractor? 


Office Facilities a Question 


A point mentioned by the bureau in 
its Massachtisetts Mutual opinion, al- 
though not so prominently as some 
other angles, is that the soliciting agent 
uses the offices of the general agent not 
only “for the purpose of communicating 
with and receiving communications and 
documents from the company” but “for 
the purpose of receiving messages from 
and keeping up contacts with customers 
as well.” 

While conceding that the inherent na- 
ture of the agent’s vocation is such that 
a regular office is nat required the bu- 
teau stated that “it appears that the of- 
fice furnished by the company serves as 
a headquarters for the soliciting agent 
so that it may properly be concluded 
that the company has furnished him 
with a place to work within the mean- 
ing of Article 205.” This refers to a 
provision in the bureau’s Regulations 90 
to the effect that one of the character- 
istics of an employer is the furnishing 
of tools and the furnishing of a place to 


work to the individual who performs, 


the services. 


Statement Giving 
True Picture of 
Operations Needed 


(CONTINUED FROM PAGE 2) 


of a life insurance company to which the 
income and disbursement statement 
would not give an incomplete, if not in- 
correct answer or no answer at all,” Mr. 
Smith asserted. 

Some Canadian companies, he said, 
have taken steps to correct the deficien- 
cies of the income and disbursement 
statement. One company publishes a rev- 
enue statement, showing surplus earned 
during the year and a separate surplus 
account showing the disposal of the sur- 
plus earned. This statement sets out the 
profit or loss on securities, premium in- 
come, interest, rent, and other income 
earned during the year, together with all 
payments to policyholders and expenses 
chargeable against the year’s earnings. 
Provision is made for the increase in re- 
serves arising out of insurance and annui- 
ties, which is shown as a charge against 
the year’s income. The surplus earn- 
ings shown in the revenue statement are 
then transferred to a consolidated surplus 
account which sets forth any balance in 
the account at the end of the previous 
year, the disposal in detail for the 
year in question of surplus and the bal- 
ance carried forward. 

A statement along those lines should 
be adopted by life companies generally, 
he declared. If desired, an income and 
disbursements statement could also be 
published. 

Mr. Smith declared that the actuary 
must not become so immersed in the me- 
chanical details of his company as to 
forget the greater obligations imposed 
upon him by his specialized education and 
his scientific attainment, 


Report on the Examination 


of Illinois Bankers Life 


(CONTINUED FROM PAGE 3) 


ages 15 and 60 inclusive, Term policies 
are issued on male lives only. 

The Illinois Bankers operates in 
Arizona, Arkansas, District of Colum- 
bia, Florida, Illinois, Indiana, Iowa, 
Kansas, Maryland, Missouri, Nebraska, 
Ohio, Oklahoma, South Dakota, Texas 
and Virginia. The field operations are 
conducted on the general agency plan 
under the supervision of Vice-president 
Karl B. Korrady, who is director of 
agencies. The Illinois Bankers has se- 





curities aggregating $4,222,383 on 
posit with Illinois, Michigan, Misg 
and Virginia in accordance with stg 
tory provisions. Its total income 
year was $5,839,673, that of the life, 
partment being $5,555,364. The § 
bursements were $4,623,792. 

The company’s financial portfoliy 
well distributed, its cash item being 
736,390. It has $6,218,166 in bonds 
$469,870 in stocks. Its mortgage lo, 
amount to $5,537,746. The reinsuray 
is accountable for the real estate h 
located in 15 states. The item incly 
the home office building at Monmo 
and the home office building of 
Abraham Lincoln at Springfield, Ill. 1) 
real estate is being disposed of asr 
idly as passible on good terms. 

The Illinois Bankers Life writes ; 
venile policies and non-medical at ag 
15 to 45 inclusive for amounts not} 
excess of $2,500 on male lives and $1) 
on female. The company issues 
ous forms of accident and health cq 
tracts all of which are liberal and; 
accord with the Illinois laws. 
company maintains its home office; 
Monmouth and the home office of t, 
Abraham Lincoln Life at Springfield; 
used for administrative purposes. Tr 
Illinois Bankers had at the end of t 
year $121,583,529 insurance in force, 


Has Admirable Official Personnel 


The Illinois Bankers is well buttress 
with official talent. W.H. Wood, pré 
dent, has been head of the organizatix 
since it started. E. H. Henning, vice 
president, is a lawyer and practiced la 
before becoming an official. He is on 
of the high grade men whose counst> 
is often sought. Mr. Korrady, who hae 
charge of the agency and productiaf” 
departments, has had. an extensive an) 
successful career in life insuran 
George F. Ramer, treasurer, has bet! 
connected with life insurance work for) 
many years. Secretary A. T. Sawyer i] 
a man of fine talent. General Counsel? 
Hugh T. Martin, prominent Chicago at 
torney, well versed in insurance lav) 
and procedure is one of the big factor” 
in the company. He has had life insur” 
ance company experience. 


Company in Good Shape 
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In addition to the Abraham Linco 


Life, the Illinois Bankers took over tht 7 
Springfield Life and the Our Home Lift ~ 
of Washington, D. C. The examination ” 
shows that the business taken over from ~ 
these companies has been carefully ani = 
conscientiously looked after, The e|7 
aminers say that the reinsurance com |” 
tracts are being complied with in every” 
respect. i 

The examination in short shows that” 


the Illinois Bankers Life is in excellent)™ ) 


shape, its affairs are being conducted|” 
along honest and capable lines, it has)” 
plenty of vitality and is on the eve of |” 
greater achievement. q 


Copies of Illinois Code 
Available for $1 Per Copy 


Tue NATIONAL Unverweriter has avail |i 
able a limited number of printed copits | 


of the new Illinois insurance code, which 
was published last June just a few days 
after the code was enacted. The state of 
Illinois has now printed the code an 
those copies were distributed by the i 
surance department to insurance peoplt, 
free of charge. However, the depart 
ment now advises that its supply of these 
copies has been exhausted. f 

Tue NATIONAL Unperwriter will sell 
its remaining copies of the code, which 
it published, for $1 a copy. Orders 
should be sent to The National Under- 
writer Company, 175 West Jackson 
boulevard, Chicago. 


Convict Unlicensed Agent 


SOMERSET, KY.—Ed Johnson was 
found guilty of selling a policy in the um 
licensed Western Benefit Association 0 
Idaho and fined $50 in the Pulaski cit 
cuit court here. Ben V. Smith, who 
prosecuted the case, is also a local agent 
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ETUDY INTENDED TO RAISE AGENTS’ SIGHTS 


(CONTINUED FROM PAGE 1) 











DF the life 
‘ © @@. remains to be done. As new busi- 
kg volume increases with returning 
































oe Pie, psperity, there is the danger of a re- 
in bonds .mming of efforts to improve quality and 
rtgage Inmmdanger of again putting undue stress 
© reinsuragm acquisition alone. ; 
1 estate hdmmLife insurance executives must face 
item inclyflime fact that during the period from 
t Monmoyfiis, 1, 1900 to Dec. 31, 1936, over $127,- 
ding of 4 000,000 of insurance has gone off the 
field, Il. Woks through expiry, surrender and 
Of as re Policyholders who drop their in- 
tigre rance suffered tremendous financial 
Richie! 5 and the insurance institution suf- 
ical at ag @ adverse advertising through the 
7 pot Bi satisfaction of policyholders. ¥ “ 
issue been a subject upon which the 
Hn dwelt. 
health cq, wckrakers have a cael i 
eral andj Connecticut Mutual, he reca > or 
laws Ba lished a conservation departmen be “* 
le office ‘Packled the emergency problem, w “ 
fice of (umes conservation of the business song 
ringfeld | ) the books. Since 1935, however, - 
oses, mpany has been interested in the 





ore constructive phases of persistency. 
new monthly publication was started, 
Persistency Record.” There was 1n- 















onnel eased emphasis on quality through the 
buttressmmmBcncy publication; the President's 
ood, prefmeud was started, qualification being 
-ganizatiy ped on both persistency and volume. 
ning, vice individual agents record of gain 
cticed kgm loss of insurance in force was sub- 
He is ovpmvided into: production for the period, 
se coungp mst year lapses, second year lapses, 





who hap miter second year lapses, net gain or loss 
roductig } insurance in force. 


nsive ani! Wwenty Questions Posed 











insurance), : : 
has ber ™ The quality rating chart was devised 
work fyi gn order to help the producers in more 
Sawyer; profitable prospecting. 

| Counsil The Research Bureau’s chart was 





ased on investigation of business less 







icago at , 

ince lay mmghan two years old. The Connecticut 
> factors mp_utual investigated a cross section of 
ife ins usiness 20 years old and downward to 





usiness less than a year old. The com- 
“pany studied 21,403 policies totaling 
$63,329,410 and got answers to some 20 
Lincol) guestions regarding each contract. 

over tht ™ Connecticut Mutual concluded that 
me Life there are 10 factors that have a material 
ninatio pearing on quality business. The first 
















er from ive are the more important. This is: 
lly ani Occupation, annual income, prior insur- 
The ex. sence in force (all companies), amount 
ce CON f policy, method of premium payment, 
n every) sePtional settlement agreements, cash 






ith application, age at issue, replace- 
nent status, plan of insurance. 

The first four classifications are re- 
‘ated and where one is good the others 
| #are apt to be, he said. The presence of 
_#avorable factors among the first three 
Practically assure the large average pol- 
icy. 


Excellent and Good 


Policies falling in the excellent and 
good group insofar as occupation | is 
/ concerned show fine persistency, he 
Psaid. Persistency in the excellent*group 
#'s about 55 percent mare favorable than 
/)'n the poor: group. Thevaverage policy 
in the excelférit gtonp* was between 
; [@ three and four times as large as in the 
ite OF TE poor. 

7 and ) Policyholders with incomes above 
» 53,000 showed a persistency rate 20 per- 

















= » cent better than did those under $2,000. 
hese Pe nce €arning $5,000 or more had better 

) Persistency rates and averaged from 
sell i to five times as much insurance per 
hich Tie those earning less than $2,000. 
ders Policyholders with less than $2,000 
der- fb 2:0' insurance in force showed the 


son highest termination rates and a much 
Ower ‘average size policy. 

olicies of $5,000 and over showed a 

eanitely more favorable termination 

‘There was comparatively little differ- 

ence in termination rates between poli- 

s with: premiums ‘payable annually 


Policies with agreements had a much 
more favorable persistency and the aver- 
age size of such policies was 75 percent 
larger than the company average. 

Persistency and average size of the 
policy increase with the age of appli- 
cants but the higher the age the greater 
the mortality and underwriting prob- 
lem. 
Cash with Application 

Over twice as many applications with- 
out cash settlement failed to produce re- 
newals as where cash was taken with 
the application. 

Termination rates before the end of 
two years were twice as high on insur- 
ance issued to replace prior insurance 
in force (any company) as on business 
not involved in replacement. On busi- 
ness 11 years old and under termination 
rates on replaced business were about 
20 percent above average. 

Lapse rates on term policies were over 
twice as great as on life and endow- 
ment policies. 

If an agent who is now writing poor 
business should improve his average 
quality to the fair group, the same.amount 
of production would be worth 13 percent 
more to him and increase the amount of 
the average sale. One “fair” policy is 
worth 159 per cent more in commission 
than a “poor” one. A “good” policy 
rates 369 percent more commissions than 

s ” one and an “excellent” policy 
791 percent more than a “poor” policy. 

If a general agent can raise the qual- 
ity of his business from “poor” to “good” 
his earnings go up 430 percent and if 
his agency can produce “excellent” qual- 
ity rating from “poor” ratings the earn- 
ings are increased by 989 percent. 

About one-third of a soliciting agent’s 
commissions depend on renewal pre- 
miums and about 80 percent of the in- 
come received by a general agent arises 
from renewals and collection fees. Ac- 
cordingly, the problem is extra-impor- 
tant to general agents. 

The following exhibit shows the value 
of quality business over a 10-year period: 
Com. Ret. Com. Ret 


b per Policy per $1,000 

oe = ” ~ rf) 3 

° 2 S = o 5 (3) 

a Bo & oe 2 2 4 

cay. a 

; r~ S 

he o3 > ‘a = 

5 On 4 a oo §& & 
I Exc. $9,906 $240.07 $80.50 $24.23 $8.13 
II Good 5,877 126.30 39.73 21.49 6.76 
III Fair 3,603 69.82 20.79 19.38 5.77 
IV Poor 1,576 26.95 7.39 17.10 4.69 





Low Rate Air Travel Policy 


NEW YORK—For an annual pre- 
mium less than the minimum previously 
charged for a single-trip policy, the 
United States Aviation Underwriters is 
now issuing an “airtravel” policy which 
at a rate of $1.80 per $1,000 of principal 
sum, insures against death or dismem- 
berment resulting from accidents on 
scheduled airlines in the United States 
and on any planes of the Pan-American 
Airways. 

The policy is designed for the many 
persons who use or might use the air- 
ways but do not participate in other 
types of flying and have no need of the 
broader and more expensive aviation ac- 
cident insurance policy which the United 
States Aviation Underwriters also is- 
sue. The principal sum is paid ini the 
event af death, loss of both hands or 
both feet, both eyes, one hand and one 
foot, one hand and one eye, one foot 
and one eye. One-half the principal 
sum is paid for loss of one hand, ane 
foot, or one eye. Up to $25,000 is is- 
sued. The U. S. Aviation Underwriters | 
feel that: the new policy is a. good 
feeder for other lines of insurance and 
particularly for its “airsurance’. group- 
policy which has been on the market for 
the last two years. The new policy 
was evolved by President D. C. Beebe, 
the need of it having been suggested by 








EXPERIENCED INDUSTRIAL 
AGENTS 


If you are a real salesman, not just a collector, we have 
a real proposition for you in either Indiana or Michigan. 
WE PAY NO GUARANTEED SALARY but our times on 
increase for your first year is equal to 34 2/3 times indus- 
trial; 2nd year 39 times; 3rd year 43 1/3 times; 4th year 
47 2/3 times; Sth year and thereafter 52 times. 


Commission for collection of debit collected once a month 
ranges from 15% to 20%. 


Ordinary commissions graded 50% on Ordinary Life and 
20 Payment Life with renewals as long as you remain 
in the service of the Company. 


We sell Ordinary policies on the monthly premium pay- 
ment plan from date of birth to age 70. Loans—Cash 
Surrenders—Paid-up Values, and Extended Insurance 
after three years. 


Write in confidence giving all particulars as to experi- 
ence, age, etc., to A. S. Burkart, Vice President, Con- 
servative Life Insurance Company of America, South 


Bend, Indiana. 














Aggressively Developing State of Illinois 
Offering Unusual Agency Opportunities 





Liberal First Year Commission and Non-forfeitable 


Assistance in the Field 


Renewal Commissions 
Home Office Co-operation 





GLOBE LIFE INSURANCE Co. 


OF ILLINOIS 


WM. J. ALEXANDER, President 
An Old Line Legal Reserve Company—Established 1895 


40 Years of Continuous Faithful Service 


to Policyholders 





Writing Complete Line of Modern Policies with 


All Standard Provisions 
Ages (0-60) 


Double Indemnity — Disability — Non-Medical 
Modern Juvenile Contracts Full Benefits Age 5 


Warre Us Topay ror Particutars 


431 South Dearborn Street 


Chicago, Illinois 
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Vice-president R. M. Chambers. 








ASK A FIELD MAN—He Knows! 


The Field Man is properly the connecting link between the life insur- 
ance company and agent. Better than anyone else, he knows whether or 
not service rendered agent (and through the agent, the policyholder) is 
all that the company claims for it. Believing this, The Southland Life 
ASKED its District Managers about Southland Life service to agents. 
And here is what one said: 


D. G. (Doc) Liggett 
Fort Worth, Texas 


“I am always sure Southland Life home office service to 
agents will be all I claim for it. I am especially proud of 
home office schools for the training of new agents.” 


If you are interested: in an- agency contract, write First Vice-Pres. 
Clarence E. lies, or Vice-Pres, and Agency Mgr., Col. W. E,: Talbot. 


SOUTHLAND LIFE INSURANCE CO. 


HOME OFFICE 


Harry L. Seay, President 
DALLAS, TEXAS 
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LEGAL RESERVE FRATERNALS 





Royal Highlanders Told to 
Distribute Excess Surplus 


LINCOLN, NEB.—Insurance Direc- 
tor Smrha has ordered the Royal High- 
landers Mutual Life to allocate to poli- 
cyholders entitled to it as of May 4, 1937, 
$1,508,000 of the excess surplus of $2,- 
240,519 over and above legal reserves 
fixed by law. This will not deprive con- 
tract holders of payment of any dividend 
or benefit from current or future earn- 
ings. None whose contracts have ma- 
tured by payment of death benefits or 
who have exercised any option previous 
to the date mentioned share in the dis- 
tribution. 

Mr. Smrha said the order did not con- 
template an immediate cash dividend or 
allotment, but a setup on the company’s 
books allocating to each policyholder his 
equitable share, to be paid in future di- 
vidends, or transformed into an annuity 
or used for the payment of future pre- 
miums. 


Objection Entered by Attorney 


L. A. Flansburg, attorney for the 
company, said the order differed from 
action previously taken by the company 
only in that it required individual alloca- 
tion, while the company setup earmarked 
all of the “ideal” reserve fund of nearly 
$4,000,000 by trusteeing it for the bene- 
fit of all policyholders. He regards the 
director’s plan as impractical. He also 
pointed out that in the articles of incor- 
poration which transformed the High- 
landers from a fraternal into a mutual 
it was provided that funds should be de- 
voted to their original purpose, and that 
in approving it the director directed re- 
tention of funds for that purpose. 

Attorneys for several policyholders 
demanded that Director Smrha vacate 








the order. He refused and a record was 
ordered as the basis for an appeal to 
the courts. 

It is unlikely, hawever, that an appeal 
will be taken. Director Smrha_ has 
had an amended order drawn which, on 
the advice of three actuaries called into 
consultation, will direct that the com- 
pany credit each policyholder on a per- 
centage formula based on the amount of 
his cash reserve. This is expected to 
satisfy policyholders, The company’s 
attorney entered objections at the hear- 
ing to any order that would transform 
the surplus into a liability. 

The supplementary order provides 
that the company shall determine the 
equitable share of distributable surplus 
of each policyholder, which shall be 
made available to him in the form of 
an immediate cash payment, or an an- 
nuity, or under several other plans 
enumerated, at the election of the in- 
sured. 

The company is directed to appear 
Nov. 1, at which time it may submit a 
plan or plans embodying the same gen- 
eral purposes and principles, at which 
hearing all others interested may ap- 
pear. 


Governor Stark Is Commended 


P. J. Leyhe, president of the Missouri 
Fraternal Congress, at its annual con- 
vention said that former Superintendent 
R. E. O’Malley expressed pleasure that 
fis dismissal thad been hailed publicly 
as a “grand and glorious day to the fra- 
ternals.” He said that Mr. O’Malley 
made this statement in his talk before 
the insurance class of the St. Louis Life 
Underwriters Association. The Missouri 
congress adopted a resolution praising 
Governor Stark “in view of past events” 
on his appointment of G. A. S. Robert- 
son, wha succeeds Mr. O'Malley. 

It is anticipated that among the first 
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RECENTLY 
FRATERNAL HOME INSURANCE SO- 
CIETY OF PHILADELPHIA WERE ADDED 
TO THE EVERGROWING RANKS OF 
THE MACCABEES. THIS SOCIETY WITH 
ITS $1,600,000 IN ASSETS IS AN AP- 
PRECIABLE ADDITION TO ANY ORGAN- 
IZATION AND THE MACCABEES 
PROUD TO BE SELECTED FOR THIS 
PRIVILEGE. 


MACCABEES HAS EARNED AMONG 
INSURANCE ORGANIZATIONS WAS 
IN NO SMALL PART RESPONSIBLE FOR 
THIS SELECTION. 


THE MACCABEES 
DETROIT, MICH. 


13,000 MEMBERS OF THE 


IS 


UNDOUBTEDLY THE 
REPUTATION THAT THE 














problems to confront Superintendent 
Robertson will be applications for re- 
newal of Missouri licenses on the part 
of Knights of Columbus and Modern 
Woodmen. The licenses of those fra- 
ternals were suspended by Mr. O’Malley 
some months ago. 

At the convention of the Missouri 
Fraternal Congress it was stated that 
Knights of Columbus plans to submit 
an application for a renewal of license 
within two weeks, 


Conditions Are Improved 

PORTLAND, CRE—The Artisans 
Life, one of the first fraternals to adopt 
the full legal reserve basis, is making a 
large gain in many coast centers, ac- 
cording to President H. S. Hudson, and 
1937 bids fair ta be the best in the 43 
years the society has operated from the 
standpoint of investment income. Sub- 
stantial gains in assets are being re- 
corded and real estate is more satisfac- 
tory. 





T. H. Cannon, head of the Catholic 
Order of Foresters, Chicago, is planning 
to make the pilgrimage next May to the 
International Eucharistic Congress in 
Budapest. On the trip he will stop at 
Genoa, Venice and Vienna. 


A. Homer Vipond as Speaker 





Big New York Life Producer Drew 
from His Experience in His Montreal 
Address 





MONTREAL, CAN.—A record at- 
tendance of the Montreal Life Under- 
writers Association gathered to honor 
the charter president, A. Homer Vipond, 
who this year celebrated his 40th anni- 
versary with the New York Life by 
writing $1,500,000 of paid-for business. 
In his address Mr. Vipond stressed the 
principles of ethical and honest practice 
combined with loyalty to company and 
policyholder. 


Gives Vivid Experience Stories 


Demonstrating his points by vivid 
stories drawn from his own personal ex- 
periences, the speaker proved that the 
“twister” not only upset the previous 
sale and in fact caused loss to the bene- 
ficiaries, but also damaged his own pos- 
sible market by discrediting the belief 
of the policyholder in the true functions 
of life insurance, therefore reacting to 
his own disadvantage. It is even more 
simple to make a further sale by proving 
the inadequacy of the coverage held by 
the policyholder than to create dissatis- 
faction with the policy or the company 
in which the person is already insured. 
The public nowadays does not need to 
be told of the functions of life insurance 
to the same extent as in the days when 
he commenced in the profession, said Mr. 
Vipond. The public is more competent 
to think clearly and to recognize that the 
disadvantage of one company or policy 
can be equally as great in that repre- 
sented by the “twister” and confidence in 
the institution of life insurance is shaken, 
to the detriment of all concerned, of 
whom, however, it is the dependent ben- 
eae who will really suffer in the 
end. 


Must Have Sincerity 


For true success the life underwriter 
must have “sincerity.” The sale is made 
as much by psycholosy as in demon- 
stration by figures. The true belief of 
the underwriter will show in his man- 
ner, and his presentation carry more con- 
viction than would otherwise be possible. 
Without sincerity, failure is bound to 
follow. 

Loyalty to company is another factor 
upon which “success” depends. It has 
been proven that the agent who makes 
frequent changes in his company is al- 
ways a poor representative and never 
suceeds in the profession. Recalling the 
coronation, this ceremony furnished the 
best proof that loyalty creates unity and 
thereby strength. The mind must be 
kept clear of dissatisfaction of any sort 
and the life underwriter must see to it 
that the minds of policyholders of all 

















companies must be kept equally cle, 
of dissatisfaction. 

Life insurance is the only investmen; 
that a man may make with his eyg 
closed—the only investment that dy. 
ing the recent depression paid one hyp, 
dred cents on every dollar of liabjtit, 
when it occurred. In conclusion, \j; 
Vipond stated that the principles unde. 
lying success in the life underwriting 
profession, based on his own experience, 
are: 

(1) An everlasting belief in the valy 
of life insurance; (2) an ability to wor 
hard, and (3) to set a goal at which 
to aim. 

Cooperation between companies anj 
representatives generally must lead t 
a strengthening of the business as, 
whole and to the public generally. Lif 
underwriters’ associations have bee 
formed for the creation of fellowship an 
education. Support given to them }y 
the underwriters must and does react {9 
the benefit of the profession as a whok 

Frank Robinson, president, occupiej 
the chair. The speaker was introduce 
by W. O. H. Percey, a friend of » 
years, who recalled the early days ¢ 
the association and reminded the men. 
bers that this Montreal association wa 
the first to be formed in Canada; there. 
fore a tradition must be upheld. 

J. Cooper Smeaton introduced 11 ney 
members, who were presented with thei 
membership cards. An innovation wa 
introduced by the invitation to the hea 
table of underwriters who had performei 
some outstanding work or had otherwise 
earned recognition Selected for this 
honor were A. E. Stanway, territorial 
vice-president of the Macaulay Club o 
the Sun Life, who paid for $600,000 du. F 


ing the business year and has over $1, 
000,000 life insurance in force on th > 


lives of members of one company alone F 
Mr. Stanway is also a divisional chair F 
man for the 1937 Montreal federated 
charities campaign. A. Meunier of the 
Great-West Life has consistently led his 7 
company producers in the province off 
Quebec and has an average annual pro- 
duction of $400,000. R. J. A. Perrier was 
also introduced to the meeting, having 
been recently appointed branch manager 
for the Crown Life. : 
& 
Bureau Says Sales Down : 

The Sales Research Bureau estimates | 
that the total life insurance production | 
in September was “slightly less” than 
for the same month a year ago. For the|” 
first nine months, however, production |” 
is about 5 percent ahead of the same) 
period in 1936, the bureau estimates | 
Total sales in the United States during) 
September amounted to about $500,000; 7 
000 and sales for the year totaled about) 
$5,450,000,000. 








SOME 
PERTINENT 
FACTS ABOUT 
Supreme Forest 


WOODMEN CIRCLE 


@Total Membership 134,803 
Enrolled in 1936 alone 25,096 
Total Protection $108,660,736 
Written in 1936 





alone ....... 14,170,968 
Benefits Paid 
since 1895.... 37,156,980 


Dora Alexander Talley, President 
Mamie E. Long, Secretary 
Home Offices, Omaha, Neb. 
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SALES IDEAS AND SUGGESTIONS 











Program Selling Shakes 
Prospect’s Complacency 





The program method of selling is an 
effective means of compelling the pros- 
pect to abandon his natural complacency. 
It gives him a vivid picture of his family 
living on without him on the proceeds of 
his present insurance. It leads the pros- 
pect unsuspectingly to face that picture. 

These observations were made by R. B. 
Coolidge, superintendent of agencies 
Aetna Life, in addressing the Agency 
Officers and Research Bureau meeting in 
Chicago, Wednesday. 

The average prospect doesn’t want to 
buy more life insurance, at least not now, 
Mr. Coolidge observed. He would pre- 
fer not to talk about it, not even think 
about it. He is not sure whether he is 
carrying the right amount but he is not 
anxious to find out. If he could be 
shown a picture of his family living with- 
out him on the proceeds of his present 
insurance it would cause him to buy more 
readily than anything else, but he doesn’t 
want to look at such a picture. People 
don’t like to face facts if the facts are 
unpleasant, Mr. Coolidge remarked. If 
he suspects that some unpleasant facts 
are coming, he will avoid them if pos- 
sible. The strength of modern program- 
ming and the reason it produces sales, ac- 
cording to Mr. Coolidge, is that the pros- 
pect is led unsuspectingly to face the 
picture. 


Complete, Simple, Salable 


programming methods are 
simple and salable, he de- 


Modern 
complete, 
clared. 

Instead of hazy outlines that were 
furnished in the early days of program- 
ming, the agent is now supplied with 
complete equipment at every step. 

The old idea of presenting intricate and 
involved presentations that required days 
of calculation has been abandoned. Some 
modern plans employ a single page chart 
for the proposal. A well trained man 
can do all the figuring for an average 

proposal in about 30 minutes, he said. 

The plans today are designed to sell, as 
contrasted with programming 10 years 
ago which Mr. Coolidge referred to as a 
great theory but not productive of much 
business, “The agent lost sight of the 
sales objective in the intricacies of serv- 
ice,” he declared. Today the quality of 
service is not sacrificed, but every step 
leads directly to an application. 


Low Pressure Service Approach 


_ In the modern programming plan, an 
interview is obtained with a low pressure 
service approach. The prospect is as- 
sured that no attempt will be made to sell 
him insurance today and the purpose of 
the call is to offer a service. Leading 
questions are asked to bring out the need 
for proper arrangement of existing in- 
surance, 

The next step is to sell the prospect on 
the idea of having the service performed 
for him. The Aetna plan at this point 
Provides for the agent citing examples of 
actual programs and producing testi- 
monial letters. These emphasize the in- 
crease in the amount of money that will 
be paid out over and above the face 
amount of the policy and the retirement 
imcome at age 65. The increase in the 
Suaranteed payments the Aetna Life re- 
fers to as the “trust surplus.” 

At the proper moment the agent asks 
the prospect whether he would not like 
to know what his trust surplus might 
be and what retirement income he might 
expect at age 60 or 65. 

he next step is to commit the pros- 
pect definitely as to the minimum require- 
ments of himself and his family. This, 


Mr. Coolidge said, is the most important 
step. In former years the idea was 
merely to “gather information.” 

The Aetna Life plan gets the prospect 
to commit himself on the amount of cash 
required for all purposes; amount of 
monthly income required until his chil- 
dren are self supporting; amount of life 
income thereafter for the wife; amount 
of educational funds, if any; and amount 
of retirement income which the insured 
may require. 

These minimums should be reduced 
until the prospect insists that they are 
“rock bottom.” 
or lost at this point, he said. 

If the prospect insists that all amounts 
that are set down are “rock bottom,” 
when he discovers on the next interview 
that his present insurance will not even 
produce these minimums, he must either 
buy more insurance or further reduce his 
objectives. If the cutting down process 


served, the prospect will find it awkward 
to make any reduction. 


Second Interview 


After the objectives are set, the pros- 
pect’s policies must be obtained or cer- 
tain essential data concerning them. The 
final step is to make an appointment for 
the second interview. 

The second interview under most plans 
is the closing one. The prospect is pre- 
sented with a proposal which may be a 
single page chart or a simple typed pro- 
posal. They show the prospect his own 
life insurance program. It is not what 


The sale is usually made 


has been skillfully done, Mr. Coolidge ob-' 


the agent thinks he should have. It is 
what the prospect has insisted he must 
have. 

As the prospect sees the exhibit he is 
disturbed and unhappy and upset. At 
that moment he wants life insurance 
more than he has ever wanted it before. 
He is shown how secure his family can 
be by an adequate program and how in- 
secure they will be without it. He is 
shown the unpleasant picture first. The 
final exhibit is the completed program 
which looks most attractive in compari- 
son with the first part. “It appears so 
attractive to him,” Mr. Coolidge said, 
“that it makes the additional premium 
required to place it in effect look small.” 


Question of Closing 


From this point on it is a question of 
closing, he said. Frequently it is a com- 
promise close in which part of the pro- 
gram is adopted. 

As to results, Mr. Coolidge said Aetna 
Life agents who are using the plan are 
obtaining one sale for every three to four 
proposals submitted. The average sale 
is more than $7,500 which is about double 
the average sale with other plans. It has 
helped agents in prospecting, makes cli- 
ents and repeat buyers of their policy- 
holders, it is effective in creating centers 
of influence and it makes the endless 
chain method of prospecting work. It 
produces for the company more and bet- 
ter business. It appeals to the highest 
type of prospect with the probability’ 
that the persistency will be better and 
possibly the mortality. It reduces costs: 
of the company. It attracts a better type 
of man to the company. “The new man 
gets an entirely different picture of the 
business of selling life insurance, and he 
likes the picture.” 

He cautioned against believing that the 
present plans are‘perfect:-and permanent: 
The problem=miistbe continually studied! 





and imprévéementsamadevic> => 





Bendiner Issues Warning on 
Programming of Estates 





Programming offers a real opportunity 
today to intelligent agents but should be 
on a basis which affords opportunity for 
success, and should be avoided by all 
save the exceptionally successful agent, 
Irvin Bendiner of Philadelphia stated in 
a talk at the meeting of the Pennsylvania 
State Association of Life Underwriters in 
Scranton. He recommended building a 
programming method which calls for self 
analysis, self development, offers the 
agent a basis for improving himself, 
his sales technique and volume of sales, 
without need for consulting attorneys 
and trust officers, without requiring a 
comprehensive knowledge of taxes and 
without elaborate use of optional modes 
of settlement. 


Many Factors Closely 
Linked in Estate Work 


Programming is a modern selling con- 
cept, he said, showing the owner of life 
insurance the use to which it may be put, 
giving it an integral part in the man’s 
estate, interrelated and correlated with. 
the remainder so as to relieve the estate 
of burdens of administration, to effect 
economies, provide clean-up fund, ade- 
quate funds for readjustment following 
death, provide income to the widow, 
maintenance and educational funds for 
the children, and generally to give effect: 
to the man’s plans long after his death. 

The technique requires almost a’ 
mechanized type of service, Mr. Ben-: 
diner said, giving a factual presentation 
in order to develop a logical, rational 
appeal. 

“Without question,” he said, “in the 





hands of trained and skilled underwrit- 





ers, programming is a highly efficient 
and valuable service. Due considera- 
tion should be given to the various types 
of assets which compose the estate, to 
ownership of the home, existence of 
mortgages, ownership of modest shares 
of stocks or bonds, of building and loan 
shares; existence of saving bank ac- 
counts or a modest commercial bank 
account, and existence of other assets in 
addition to his life insurance. 

“Programming contemplates that the 
underwriter will have an understanding 
of and an appreciation of the man’s 
needs, desires and ambitions in life, in 
order that he may properly arrange the 
assets, so that in the event of his death, 
they can effectively be used to carry out 
his plans and purposes.” 

A pressing problem today in estate 
analysis, he said, is the increasing bur- 
den of local, state and federal taxes. No 
estate analysis can be complete unless it 
provides for payment of such taxes in 
cash to avoid possible loss by shrinkage 
of the estate in converting to cash. This 
is especially true now due to it being a 
period of economic and social unrest. 

Burdens of government seem to be in- 
creasing and must be met through taxa- 
tion. An effort to meet these tax prob- 
lems is better than doing nothing. The 
underwriter cannot be certain that his 
plan of estate arrangement will leave the 
estate but slightly affected by tax prob- 
lems of the future. It is dangerous to 
lull a policyholder into a sense of secur- 
ity in this respect. 

Mr. Bendiner said no programming 
plan can be successful .unless the op-' 
tional modes of settlement under life in- 


surance policies are used. This function 
of life insurance has grown so that life 
companies have become trustees of tre- 
mendous estates and have assumed en- 
ormous investment problems. They 
undertake to manage the policyholders’ 
funds for protracted periods. 

Mr. Bendiner noted a trend toward 
eliminating complicated trust agreements 
and optional modes of settlement. Life 
companies must curtail in this respect, 
he said, unless the settlement plan is in 
connection with some known life con- 
tingency. 

“In other words,” he said, “an effec- 
tive job of programming today requires 
that the underwriter prepare a survey of 
the man’s estate, consult his attorney 
and convince his attorney; consult the 
trustee and convince the trustee; meet 
a tax problem which is unknown, and 
prescribe optional modes of settlement 
which are becoming more and more of 
a burden and a problem to the insur- 
ance companies, 


Warns Average Agent 
Not to Attempt Plan 


“I do not believe that programming is 
a proper field for the average life under- 
writer who hopes and anticipates that 
he can make a livelihood out of the pro- 
fession of life underwriting. I want to 
encourage warmly the average under- 
writer in developing himself in a knowl- 
edge of current economic conditions, I 
want him to continue his studies in the 
field of business and business law, to 
have an understanding of wills, trusts 
and estates, but I do not want him to 
gain. the impression that the average 
prospect has a need for elaborate pro- 
gramming. Scientific underwriting, as it 
exists today, is actually a hindrance to 
the proper development of the average 
underwriter:” pak 
~*He*'said* the. averageeagent=can do an 


Yiefitient: job in=»programming’ himself, 


solving his own problems, surveying his 
principal assets. He urged every agent 
to set up a balance sheet of his assets 
and liabilities and to analyze it; to as- 
‘certain whether he can increase the 
value of his assets and diminish the ex- 
tent of his liabilities. 


Practical Ideas Offered 
on Use of Direct Mail 


CLEVELAND-—Speaking before the 
women’s division of the Cleveland Life 
Underwriters, Miss TVearl J. Anderson, 
State Mutual Life, Cleveland, offered 
practical ideas in the use of direct mail. 

“First and foremost,” she said, “I 
want my policyholders to know that I 
am interested in them. I always remem- 
ber them on their birthdays, either by 
teleplione call, letter or card. At Christ- 
mas time, cards or remembrances are 
sent out. After each application I send 
a letter thanking that person for his or 
her business and try to show them that 
I am personally interested in them. I 
ask for the names of other prospects and 
when such prospects are sold I thank 
the people who gave their names. 


Reads Death Notices 
and Sends Condolences 


“I read the death notices regularly 
and send notes of sympathy when there 
is a death in a policyholder’s family. 
When I make a date for an examina- 
tion, I send a special delivery letter to 
the person concerned on the day ap- 
pointed reminding him of it. I have 
never been disappointed regarding ex- 
aminations in the 11 vears I have been 
in business. 

“To those people whom I hope to 
write some day, send my conmipany 
folder, ‘The Tihread of Life,’ with my 
picture on it. I have a mailing list of 
500 names, 250 of which I have called 
on and 250 of which I have not. I drop 








any name from the list when I fail to 
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get the birth date on the first call. One 
third of my business comes from age 
change. 

“When a name is given me, I start 
sending out my monthly folder and do 
not call until I have sent two or three 
issues. I never mail to anyone whom I 
know nothing about. If I find they are 
the type that will be pretty hard for me 
ta see, I write a letter telling them they 
have been receiving my folders and I 
will call on them in a few days, not to 
sell anything, just to meet them. ; 

“T never sell on my first interview 
with a stranger. About 95 percent of my 
sales comé from my paper mailing. Peo- 
ple will see me because they are curious 
after receiving the folder with the pic- 
ture. I try to mail the folder where 
other people are apt to get hald of it, 
such as places of business rather than 
homes. I get many prospects from 


other people picking it up and reading 
ite 


G. S. Nollen Has 
High Conception of 
Agency Man’s Job 


(CONTINUED FROM PAGE 1) 


be disregarded as a possibility in build- 
ing operating plans with an eye to the 
future. yids 

The demand for granting legislative 
authority to private enterprises, alleg- 
edly in the public interest, is perennial, 
he observed. Most of the demands are 
unsound. 

He said that the idea of granting leg- 
islative authority to savings banks to 
issue life policies is serious. “The en- 
grafting of the business of life insur- 
ance on the banking business is of a 
parasitical character,” he declared. “It 
would be just as logical to permit mu- 
tual savings banks to go into the busi- 
ness of accident insurance, or indemnity 
insurance, or fire insurance, or the gro- 
cery business, or any side line that 
might be conjured up as an alleged 
service to the patrons of the bank. Pub- 
lic interest is nat served by permitting 
the engrafting of one separate and dis- 
tinct line of business as a parasite on 
the organization structure of another 
separate and distinct line of business. 

“These movements,’ he declared. 
“should be regarded as a challenge to 
the life companies to place their organi- 
zations in an invulnerable position. The 
companies can strive for such excellence 
in performance in the public interest 
that no logical proposals can be made 
for the creating of competitive life in- 
surance service, either governmental or 
private.” 


Production Problem 


Each company’s production problem, 
Mr. Nollen said, is that of building and 
maintaining an agency organization that 
will produce an adequate volume of per- 
sistent business at a moderate cost. 

Modern conditions, he said, require an 
organization of solicitors who are life 
insurance counselors. They must per- 
form intelligent service. Most agency 
officers, he said, realize the need for 
highly trained salesmanship in dealing 
“with prospects who are able to carry 
substantial lines. However, there seems 
to be a mental reservation insofar as the 
average salesman who works with pros- 
pects of very limited means is cancerned. 
Mr. Nollen expressed the belief that 
such prospects are in greater need and 
are more deserving of expert attention 
than the man of means. The life insur- 
ance of the small fry may be their only 
anchor to windward and they are sub- 
ject to the temptation to use their avail- 
able income to gratify immediate desires 
instead of persisting in a program that 
merely. involves protection against . fu- 
ture. contingencies. 

_ All life. insurance must be sold on an 
intelligent basis that takes into account 
.the peculiar needs of the individual and 
gives the policyholder such a clear con- 
ception of the importance’ of his insur- 
ance that he will look upon the payment 





of his premiums as a sacred obligation, 
Mr. Nollen said. 

In order to have a carefully selected, 
well trained sales force, there must be 
an adequate supervisory personnel, 
working as a unit. He emphasized the 
necessity of unified action, with agency 
managers assuming their important ob- 
ligations as effective leaders. 

The proper objective of the agency 
department is adequate volume ofi new 
business, satisfactary persistency, and 
wise economy. That means perfection of 
performance, he said. The whole pro- 
duction problem must be looked upon as 
a single unit. Too much stress upon 
volume leads to high pressure methods, 
hence works for the defeat of satisfac- 
tory persistency and wise economy. Un- 
due emphasis on persistency may involve 
unnecessary curtailment of production 
results and unjustified cost. Too much 
emphasis upon cost may breed lack of 
adequate new business development. 


Agency Expense Is Investment 


Every agency expense should be 
looked upon as an investment and must 
bring an adequate return. 

The agency department must have 
available all pertinent facts and that 
means intelligent research, he said. It 
must know the potential producing 
power of each individual agency organi- 
zation and the potential opportunities for 


‘further development of each individual 


agency territory. 

An important element is the elimina- 
tion of “dead wood” in agency organi- 
zation. “Temporizing with inadequate 
performance is costly for all concerned,” 
he said. 

So far as research is concerned, the 
agency officer must go beyond his own 
company. Each company has its pecu- 
liar problems that must be solved in 
harmony with company needs, Mr. Nol- 
len said, but there is a community of 
interest among the managing staff of all 
companies. The agency executive should 
improve every opportunity to participate 
in inter-company activities and exchange 
of information. Intelligent research on 
a broad scale is an essential element in 
the process of building toward the pri- 
mary objective of perfection of perform- 
ance, 


Human Incentive 


The nature of human incentive must 
be understood. A successful organiza- 
tion can’t be built based on sacrificial 
service alone. There must ke an appeal 
to man’s normal and inevitable self in- 
terest but in doing so the agency officer 
must look to the development of en- 
lightened self interest, 

The problem is not to attempt the 
impossible by basing appeals for action 
on purely theoretical, altruistic grounds. 
The problem is to appeal to a man’s 
normal self interest, and to establish 
that appeal on a constructive basis. 

The agency officer must develop in his 
awn thinking an appreciation of the joy 
that can be found in serving others. 
That is developing constructive self in- 
terest. Every man in a supervisory po- 
sition should be able to take his place 
as a real partner in the enterprise. Mere 
“yes” men are worse than useless, he 
said. “There is nothing more important 
in organization work than the develop- 
ment of such a spirit of comradeship in 
the conduct of the company’s affairs,” 
he declared. 


Modern Trends and Activities 


The agency officer should at all times, 
see that,the entire organization is given) 
a clear understanding of the relation-: 
ships between modern trends and com-' 
pany activities relating to field work. 

The entire operating program of a, 
life company, he said, must be a_har- 
monious unit built around a dominant! 
theme. The dominant theme might be, 
called the will to serve. The success; 
of each individual rests upon the success, 
as a whole and the success as a whole! 
is dependent upon the perfection of in- 
dividual performance. 

“We need perfection of performance: 


‘on the part of each individual worker, 


inspired by the will to serve,” he con- 








H. V. Wade Heads Indiana 


‘Companies’ Association 





HARRY V. WADE 


At the annual meeting of the Asso- 
ciation of Indiana Legal Reserve Life 
Insurance Companies in Indianapolis, 
‘Harry V. Wade, vice-president Ameri- 
can United Life, was elected president, 
with H. G. Woodbury, secretary of the 
Reserve Loan Life, vice-president, and 
Secretary F. H. Sterling, State Life, 
secretary-treasurer, 
Alexander, president Lafayette Life, and 
A. J. McAndless, executive vice-presi- 
dent Lincoln National Life. The Stand- 
ard Life of Indiana was elected to mem- 
bership, bringing the number of mem- 
bers to 11. The other members are 
American United, Ben Hur, Conserva- 
tive, Empire Life & Accident, Indianap- 
olis Life, Lafayette Life, Lincoln Na- 
tional Life, Peoples Life, Reserve Loan 
Life and State Life. 

Vice-president Harry R. Wilson of 
the American United, recently elected 
president of the American Life Conven- 
tion, was given a hand. Members were 
reminded that this is the third time this 
honor has come to Indiana, Charles E. 
Dark and C. F. Caffin being the other 
two A. L. C. presidents. 

The local broadcasting station, 
WIRE, put on an interesting demon- 
stration of a pragram that might be 
used for publicity purposes. After 
luncheon most of the members attended 
the Butler University and Washington- 
eo football game at Butler sta- 
ium. 








cluded. “The spirit of the organization is 
the motivating power. The greatest re- 
sponsibility of home office management 
is ta assume leadership in molding the 
spirit, the central driving force of all 
.company activities.” 


General Agent Is Key to 
Recruiting Problem 


(CONTINUED FROM PAGE 8) 


plan suited to his abilities, temperament 
and circumstances; helping him prepare 
a procedure for activity—a track on 
which to run; and by providing a method 
for recording progress. 

The most important element, however, 
is to “get him to do something about it 
—we must motivate him,” declared Mr. 
Fischer. 

“The average general agent finds him- 
self in the same position as does the 
agent—failure to succeed in full meas- 
ure is not due to a lack of knowledge, 
it is not due to lack of plan, it is not 
due to lack of faith, but it is accounted 
for in the absence of one factor—name- 
ly, action: Rare indeed is the general 
agent who in this day of conference, dis- 
cussion, reading and schooling is un- 


Directors are F. L.' 





aware of the fundamentals of agengy 
management, recruiting and the othe 
integral important factors. Our joh % 
to get these men enthused, inspired ang 
into action.” 


Carl Peterson Reviews 
Rating Chart Refinements 


(CONTINUED FROM PAGE 1) 


account of themselves so far as persist 
ency is concerned. 
Northwestern National also empha 


| sized that the type of prospect is ny 


the only factor to be taken into ¢ 
sideration. The manner in which the 
agent sells and the effort he puts int 


‘| conservation of business are importap 


Northwestern National undertook 

evaluate accurately the range of im 
provement attributable to the selling 
and servicing effort of the agent. 
was included in the new _persistengy 
forecast blank. Northwestern Nation 
undertook to make the conclusions sin. 
ple and clear. Previous studies, he saj 


| treated too generally the idea of getting 


better prospects. Northwestern Nationg 


| endeavored to establish sharp lines 
| demarcation between good prospect 


who would give promise of better pep 
sistency and poor prospects who would 


| be likely to endanger the agent's pe 


sistency record. Eight factors were se 
lected such as age, occupation, etc. 

_ Not all of the factors having a bear 
ing on persistency have been giver 
equal weight by Northwestern Ne 
tional. Variations were given to differ 
ent brackets. The company shifted 
from the 100 point rating system toa 
250 paint system. 


Career Underwriting Not 
Limited to Big Agents 


Real career life underwriters average 
close to $1,000,000 each annually, H. J, 
Johnson, general agent Penn ‘Mutual, 
Pittsburgh, told the Cincinnati Associa: 
tion of Life Underwriters at a meeting, 
but the producer in the region of $250; 
000 a year also can be a career under 
writer. 

Mr. Johnson read off the annual pro 
duction records of a number of men who 
over a 13 year period had an average 
production of $959,000. 

Some time ago Mr. Johnson invited 
several leading producers to be 
guests of his agency at different times, 
the “career” producers being brought to 
live with the agents in Mr. Johnson's 
agency for two days. He found these! 
leading producers had a number of 
things in common: They all produced 
a large number of lives, the annual aver 
age being 171. Career underwriters 
write from 50 to 100 lives a year. They 
are ruthless in accomplishing their ob 
jectives, ruthless with policyholders and 
prospects, not being afraid of the facts 
of life. They have an organized method 
of procedure. 


Cincinnati’s Contribution 


G. W. Johnson, Northwestern Mutual, 
vice-president Cincinnati association and 
program chairman, introduced _ the 
speaker. ; 

No city has made a comparatively” 
greater contribution to life insurance 
leadership than Cincinnati, Mr. Johnso 
said. He mentioned Cincinnati’s two past 
national presidents, J. L. Shuff and C. V. 
Anderson, and also Ray Hodges, ma) 
tional trustee, and Jack Lauer, chairmat 
Million Dollar Round Table. 


M. A. Linton’s Valuable Book 


Question—In the editorial comment of 
the Oct. 8 issue reference was made 
to “Life Insurance Speaks for Itself,” by 
President M. A. Linton of the Provident 
Mutual Life. Will you kindly advise 
where I may obtain a copy of this dis 
cussion? q 

Answer—Regarding President M. 
Linton’s book, “Life Insurance Speaks 
for Itself,” it is sold by THe NATIONAL 
UnpverwritTer. The price is $1.50. 





